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FRANKLIN 
GLUES 


to meet the needs of 
every home workshop 


WHITE GLUE 
Outstanding for its versatility, LIQUID HIDE GLUE 


Evertite is a clean white glue 
for the entire household. Sets The only genuine liquid hide giue avail- 
fast, dries clear. For wood, able today. It has greater strength, 
paper, leather and other por- longer life and better tack than other 
Stues MOST ANYTHING ous material, Evertite White cold glues. Recognized for many years 
Glue makes a strong durable as the best giue available for all wood- 
bond. Easy to use by anyone work. The choice of fine craftsmen 
for almost anything. everywhere. 


FRANKLIN GLUE CO. e COLUMBUS 15, OHIO 





PIPE COUPLINGS 


Every Coupling needed 
in any size require 


\\ 
Standard Merchant Shalow We 


V Well Drillers 
oi iy 3000 \b. Hydraulic 
APA. Lin 


lic 

| §000 Ib. Hydrau 
oe matte Half Couplings 
ee cael Blank sets 
me Well Casing Ss gg 
Reamed and Drifted Drive D 


A superior product, 
competitively priced, 
conveniently cartoned. 


REDUCING 


STEEL CAPS 
COUPLINGS 


CAPITOL FITTINGS 


-> p LAS TIC “* PED é 
a VnAamwr ol 
Calanal ten 


: for dependable plastic pipe connections 
4 Well seal elbow, sizes 34” thru 

1%”. Male and female thread 

adapters and insert couplings, sizes 

Y%" thru 2”. Male and female venturis 

available in 1”, 14", and 1%” diameters. 


= 7 
seal i metal to metal threads 
FEMALE Exclusive feature: 


VENTURIS GALVANIZED—Hot dipped and 
zinc plated. WELL SEAL 
BRASS—85-15 Red Brass. 


ELBOWS 


MALE and FEMALE 


THREAD ADAPTERS INSERT COUPLINGS 





INSULATING UNIONS 


COPPER-FROM-STEEL 
- 
BRASS-FROM-STEEL 
* 


STEEL-FROM-STEEL 





CAP-TITE SANITARY 
WELL CAPS 


with BOND TITE-BEAD* 


i for 
For positive sealing. Carefully machined 


quick and easy installations. 


re WELL POINTS 
and EXTENSIONS 


i ints for sandy 
; Well Drive Points 
ae Protecto-screen Well Points 
for rocky, gravel soil. 





DRIVE 
SHOES 


DRIVE COUPLINGS 


(\ om ll 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + JULY 3, 1958 


Have you joined the Loafer parade? 


Remember I asked in the April 10th issue 
for you fellows to send me a list of the 
new uses you’ve found for the LAWN-BOY 
LOAFER? 

Response was wonderful—better than 
I’d dared hope for. In fact, I’m still getting 
long, excited letters from dealers all over 
the country explaining how their cus- 
tomers are putting our favorite all-around 
lawn vehicle to work. 

One dealer told me an independent super- 
market in his neighborhood had installed 
a push broom on a Loafer for cleaning 
up the parking lot and the store interior 
after hours. 

Another interesting letter: An ortho- 
pedic physician who bought a Loafer is 
now recommending that parents of his 
young polio and muscular dystrophy pa- 
tients let the kids drive the family Loafer 
around the yard for fun and exercise. 

Still another dealer, who happened to 
see the Memorial Day race at Indianapolis 
Speedway, reports that LAWN-BOY Loafers 
are pulling the racers onto the track and 
otherwise running errands around the 
grounds. 

A guy with a 200-foot garden hose 
hooked a reel on his Loafer and now rides 
as he waters his lawn. 


The letters go on and on. And they’re 
all from dealers who found an extra profit 
opportunity from a machine originally de- 
signed to make power mowing easier. 

WHAT’S BEHIND THE HUGE SUC- 
CESS OF THE LOAFER? 

Well, in the words of one of my dealer 
friends who took the time to write it in 
detail, “it’s just like no other rider-mower 
or garden tractor I’ve ever seen. It’s ver- 
satile—it’ll do anything around the lawn 
—and it’s perfectly safe, easy to handle, 
easy to start, easy to store even vertically. 
Anybody who really wants to take things 
easy on his lawn will be interested in this 
new Loafer.” 

Naturally, I was glad to hear him say 
this. He had compared the Loafer thor- 
oughly with other equipment that claims 
to do the same job. And he came to the 
conclusion that there simply is no com- 
parison possible. The Loafer gives him 
his best sales opportunity in the lawn-care 
field. The Loafer actually has stimulated 
sales of other labor-saving equipment for 
him, too, because nothing is so typical of 
easy living as the LAWN-BOY Loafer. 

Are you taking full advantage of the 
powerful sell that’s built into the Loafer? 


~~: 


=i > ee: See 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of ahasan and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWNOBO 
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TRI-WAY can has two spray heads, a large 
3%" size and a new 1%" head for con- 
centrated spray. This is typical of easy- 
to-sell features in Cream City ware. 
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CREAM CITY WARE 


... Obvious quality sells on sight! 


This Cream City sprinkling can with interchangeable spray heads is typical of the modern, easy- 
to-seili Cream City line. Cream City is now produced by Jones & Laughlin, a major integrated 
steel company, with complete control of quality. Your customers will appreciate the sparkling 
appearance, long life under hard use. It pays to stock and sell Cream City galvanized ware. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division 


STEEL ’ Lebanon, Indiana 
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“You bet there’s profit in chain! 
Especially when you feature a 
complete chain section stocked « 


— with American Chain items! 


* 


“New ACCO packaging makes your job easier, too!” 4 
Everything about the American Chain line of hardware prod- 


ucts spells profit for you! Right now. . 


. today .. . American 


offers you the golden opportunity of building a fast-turnover 
chain section stocked with all of the items your customers need 
and want. Only American Chain gives you such a vast variety of 
sizes and types forso many applications. Shown below are a few 
of the many ACCO products which can be big profit-makers in 
your store. And to make your selling job easier, all of these 
items now come in compact, colorful pails, packages or cartons. 
Each container is brightly labeled for instant identification. 


Specify American when you order these items from your distributor 





SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 


SAFETY PLUMBERS’ 
CHAIN—A light flat chain 
in brass or steel. Four sizes— 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


g 





TENSO CHAIN 


Light, yet strong. In bright, 
bright zinc and hot galvanized 
finish. 100 ft. in carton— 250, 
500 or 1000 ft. on reel. No. 7 
to 10/0 sizes. 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 





ELWEL MACHINE 
CHAIN — Twist link elec- 
trical welded chain. Also in 
straight link. Bright, bright 
zinc and hot galvanized finish. 
No. 5 to 7/0 sizes. 50 and 100 
ft. lengths. 


PROOF COIL 


For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 


| DOG CHAIN 


ACCO makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
your distributor 
for information. 


HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 








TENSO COW TIES 


In a varied range of styles and 
sizes. Bright finish. 





TENSO PORCH CHAINS 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 








SSS SED) 


COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 





For joining large sizes of 
chain. Use one size heavier 
than chain size. 3/16 to % in. 








Contact your American Chain 
distributor for complete informa- 
tion about these items or write 
our York, Pa., office for free Cata- 
log DH-176A and Price List R-957. 


M, 
Win, 


Fi 
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American Chain Division 
AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and “Braddock, Pa. HHs 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, wa : 
v> 
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*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh,  * c 
*indicates Warehouse Stocks “Portland, Ore., *San Francisco Trane Wy 
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Editorial 


by W. A. Phair 


What is happening .. . 


Two well known wholesalers, both more than a century old, have 
gone out of the general hardware business in recent months. A num- 
ber of branches of another large distributor have been sold, closed or 
combined. What does this mean? What is happening in the hardware 
trade? 


Do these events mean that the wholesaler is obsolete? How many 
more will be going out of business? What kind of plans should I 
make for future? What does it all add up to? 


These questions have been asked many, many times over in recent 
months. They are serious questions that need serious answers. If 
we are to get sensible, useful answers, we have to look at the subject 
objectively. 


The passing of these familiar faces from the hardware scene is 
an unpleasant experience. We shall miss them, for they have con- 
tributed much over the years to the building of our trade. Yet, in 
fairness to those who have the responsibility for tomorrow’s achieve- 
ments, we must take these events in our stride and not be misled by 
their significance. 


I think the question we should ask is not, “How many more will 
disappear,” but rather, “(How come only so few have gone out of busi- 
ness ?” 


Many of us forget that in most other lines of business the mortality 
rate has been far higher than in hardware. What is abnormal to us 
is normal to others. We are going through a trying period and some 
changes are inevitable. In the hardware business we have really 
had very few companies fall out, as compared with other industries. 


Another fact that must be kept in mind is that in each of the situa- 
tions in the hardware trade, certain local, specific conditions existed 
that applied only to an individual company. Profits have been shrink- 
ing and this was certainly a factor, but there were also other elements 
involved in all these cases. 


I think it would be unreasonable to expect to be able to go through 
the period we have been going through without some effect on indi- 
vidual businesses. I am surprised that there have been so few that 
have been hurt. This is indeed a tribute to the vitality of the whole- 
sale trade. 


We must expect these changes to occur from time to time; they are 
inevitable. At the same time we want to realize the dangers in trying 
to generalize on the basis of a few isolated cases. There is certainly 
nothing in the picture as we see it to suggest that the wholesaler is 
any less important than in the past. 









Editorial 


continued 





In all honesty we must concede that some distributors are experiencing 
difficulty in adjusting themselves to today’s conditions. But that is true 
of every trade. On the other hand, let’s think of the great number of whole- 
salers who are adjusting themselves. I personally know of a number of 
firms that have succeeded in increasing both sales and profits this year, 
despite the generally adverse business conditions. 

Let’s think of these wholesalers, as well as the others. Don’t let us 


get trapped into substituting imagination and emotion for objective think- 
ing and facts. 


When should you advertise . . . 


There is an old adage that says—“There are two good times to advertise 
—when business is good and when business is bad.” There is a lot of good 
sense in this advice, contradictory as it may appear at first. 


Advertising is a very misunderstood subject. Very few folks have taken 
the time to learn how advertising really works, and what it does. Too many 
retailers—and manufacturers—have the notion that it can be turned on and 
off at will and still produce good, useful results. It doesn’t work this way. 


The true value of advertising is in its cumulative effect. The consistency 


of your advertising is more important than the size of any one advertise- 
ment. 


There are many firms who appear on the business scene with a big 
splurge of massive advertising; then they stop advertising, and soon they 
disappear from sight. This is certainly not the way to get real value for 
your advertising dollar. 


I wish we all fully understood the many ramifications of advertising; 
how it motivates people; how it creates an image that works for you long 
after the customer has forgotton what it is that makes him react. 


They say that great fortunes are built during bad times. This could be 
true. We do know that the stores and the manufacturing plants that do a 
sensible, consistent advertising job year in and year out are those that 
always land on top when business gets good. 


Another, and perhaps less spectacular, role of advertising is that of 
creating an image in the mind of your customers, actual and potential, of 
the types of merchandise you offer, the character of your store, etc. Proper- 
ly used, an advertising program can, over a period of time, build up an 
image for your store or your product that will influence potential customers 
even when your advertisement is not in front of them. 


The urge to trim operating expenses when sales drop off is certainly 
understandable. But slashing your advertising budget can rob you of valu- 
able sales help just at a time when you need it most. Cutting out adver- 
tising to save money is like stopping the clock in order to save time. 
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means 


to your customers! 










That's why it pays to 






stock, display and push the 
entire power-packed line of 


PETERS “High Velocity” 


sporting ammunition. 


| GO-O£ 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. QU POND 
“High Velocity” 1s a trademark of Peters Cartridge Division, Remington Arms Company, Jac. ns 
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BY WASHINGTON 


There's still time to get 
federal Fair Trade okayed 


If you favor a new federal Fair Trade law, put 
your arguments before congressmen and congressional 
committees now. 

A Senate Small Business subcommittee recently 
held hearings on price cutting and bills to establish a 
federal Fair Trade system, outlaw loss leader selling, 
and prohibit sales below cost. 

The House Commerce Committee, which held hear- 
ings several weeks ago, is now considering the mea- 
sure. A Senate Commerce subcommittee has been 
named to look into the proposals. 

Meanwhile, a U. §. District Court has dismissed a 
Fair Trade suit and in effect upheld the right of a 
manufacturer to enforce Fair Trade in non-Fair Trade 
areas by refusing to sell goods to discounters. 


outlook 


In supporting Fair Trade, write to the congressional 
committees mentioned above and the senators and 
representatives from your state. Contact all candi- 
dates for congress in your area during the fall election 
campaigns. Find out how they stand on Fair Trade. 


House unit sets hearings 
on proposed discount bill 


You may eventually see an amendment to the Robin- 
son-Patman Act to permit functional discounts. It 
probably won’t be this year. 

Pressure from businessmen has finally stirred con- 
gressional action. A House Antitrust subcommittee 
headed by Rep. Emanuel Celler (D., N. Y.) has set 
hearings to begin July 16 on pending functional dis- 
count bills. 

The bills would provide mandatory functional dis- 
counts in some circumstances, and permit them in 
others. 

A functional discount is a special lower price 


10 


BUREAU OF 
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granted by a manufacturer or wholesaler to a retailer 
to compensate for extra services performed on the 
merchandise. 

Meanwhile, the Federal Trade Commission is tight- 
ening even further its crackdown on deceptive adver- 
tising and false list prices, price comparatives, and 
price-saving claims. 


outlook 


Even though there’s little chance these bills will pass 
this year, hearings are important. If you support or 
oppose legalizing functional discounts, write to Rep. 
Celler’s committee. Ask that your views be put in the 
record. Say specijically what effect the proposals 
would have on you. 


Chances are growing dimmer 
for tax relief this year 


Your taxes won’t be cut substantially this year. 
Congress, unless the recession takes a serious turn for 
the worse, is adopting a hold the line policy. 

The lawmakers, after a bitter senate fight, rejected 
all efforts to trim personal, corporate, or excise 
taxes except those on transportation. An effort to 
reverse the corporation normal and surtax rates, and 
thus sharply cut taxes for small firms, was also re- 
buffed. 

Measures to give some tax relief to small firms by 
easing inheritance taxes and granting a deduction for 
re-invested income are still alive. 

There’s a chance your Social Security taxes will be 
hiked, beginning Jan. 1. Congress is considering bills 
to broaden benefits and raise taxes, either by hiking 
the tax rate or increasing the tax base. 


outlook 


Keep up your fight for tax reductions. Keep putting 
pressure on your congressmen and the Senate Finance 
and House Ways and Means Committees. Get your 
local candidates for office on record in favor of easing 
small business tax burdens during the fall election 
campaigns. 
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DOOR 
OPENS 
RIGHT 
Works on 
right or left 
hand door 
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Master Padlocks 


SEEN IN: Life * Look * Saturday Evening Post 

* ThisWeek * American Weekly * True * Time * 

Outdoor Life * Field &Stream * Popular Mechanics 

* PopularScience * FarmJournal * Boys’ Life * 
American Girl * TV Guide 


Order trom Your Wholesaler 


Master Jock Company, Milwaukee 45, Wis. Would Largest Padlock Momufadtinenrs 
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Screw heads concecled 
when hasp is closed 





A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Fair Trade Fair Trade shows signs it may be making a comeback in modified 

returning? pe ie form. GE tightens distribution of new electric blanket model (see 
p. 102) to keep factory-set price. Plan may be field test for distri- 
bution policy for all electric housewares. Meanwhile, Sunbeam signs 
agreements with distributors for the first time, also reduces the 
number of distributors handling its lines. HA Recommendation: 
What develops from these two plans remains to be seen. Meanwhile, 
if you favor Federal Fair Trade laws, write your congressmen and 
senators at once. There’s still time to put a Fair Trade law on the 
books before congress adjourns. 





what about When is the best time to hold summer clearances, right after July 

clearances? ... 4 or later this month? Retailers say it depends on competition. 
Nearly half, because of competition, will start clearances next week. 
Remainder say they will work on full margins until about July 15 
before clearing stocks. HA Recommendation: Unless you’re over- 
loaded with seasonal items, try delaying your clearance to get more 
sales at full margin. Consider, too, whether it pays you to hold 
stocks over to next season without any clearance sale. 





need money? If you’ve been thinking about store modernization or expansion, 

borrow NOW . « e this is a good time to put your plans into action. Credit terms are 
the easiest they’ve been for businessmen in a long time. Any worth- 
while store improvement project has a good chance of being okayed 
by a bank today. HA Recommendation: Before you borrow, shop 
around first for the best interest rate and terms. They may vary 
somewhat depending on lending competition in your area. If you 
haven’t been planning an improvement program, give serious 
thought to one now while the money market is good. 





aluminum may There’s an outside chance aluminum prices may go up after Aug. 1. 

goup... Aluminum workers get pay increases of about 25¢ an hour at that 
time. Formerly such a wage boost brought a 1¢ to 2¢ a lb price 
increase, but Canadian competition may force producers to hold the 
line for now. HA Recommendation: Don’t try to hedge any possible 
price increase by buying heavy stocks of aluminum goods now. 
Price increases, if any, won’t affect you that much that you should 
load up your inventories now. 





... turn to p. 102 for more news on how’s the hardware business 
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Look what we’ve come up with! 


NEW MODELS 


ADDED TO THE PINCOR LINE 


FAMOUS MEM COP avauity 


LATEST 1959 FEATURES NOW! 


NEW 21” 
SELF-PROPELLED ROTARY 


Rugged PINCOR 2'4 HP latest 
design 4-cycle engine with 
extra large recoil starter. One 
piece (14 gauge) stamped steel 


chassis. 
Shipping Wt. 60 Ibs. 


Model No. SP 921-7R 


NEW 21” ROTARY 


Famous PINCOR 2'2 HP latest 
design 4-cycle engine with 
extra large recoil starter. One 
piece (14 gauge) stamped steel 
chassis. 


Shipping Wt. 53 Ibs. 


Model No. P-921-7R 


PINCOR’S NEW 17” 
ELECTRIC ROTARY 


. ; or x 
Write, Wire PERFECT FOR 


Phone Today 2 | ii HEAVY DUTY MOW!NG! 
Complete Detanls 


AND 








For Powerful 1% HP 3600 RPM 


with PINCOR » B@\Y | . New PINCOR Electric heavy 
STEP AHEAD ith P | E. meer ce N duty motor. Deluxe die-cast 


In 1958 . es \ ' | Ge . 3 aluminum chassis. 
Shipping Wt. 29 Ibs. 


Model No. P-817-E 





Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines - Electric Generating Plants 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Mower garden tool file 


Home gardeners and do-it-your- 
selfers will want the Simonds ro- 
tary mower and garden tool files. 
They come in colorful self-display 
box of 12. Each file is individually 
packed in protective plastic sheath. 
Designed especially for rotary 
mowers they can be used for sharp- 


ening all type of garden tools. 
Simonds Saw & Steel Co. 


For more data circle No. 1 on postcard, p. 85 


Low-priced water systems 


The Rapidayton Jetstar is a low- 
priced shallow well and convertible 
jet water system with Quad-Volute 
design for positive self-priming. It 
has nylon impeller for greater effi- 
ciency, Quick-Connect flange and 
basic parts with high degree of 
interchangeability with Rapiday- 
ton Champion jet pumps. The 1% 
h.p. packaged system with 13-gal 


14 


horizontal tank lists at $106.75. 
Tait Mfg. Co. 


For more data circle No. 2 on postcard, p. 85 


Refuse container in colors 


Molded of polyethylene the new 
24 and 12-gal refuse-tainers are 
made to take rough handling and 
rough weather. The 12-gal model 
may be used for garbage or trash, 
as a cooler, diaper hamper, storage 


bin or compact carry-all. Galva- 
nized steel bail, steel latch to lock 
cover in position are features. List 
$5.95. Columbus Plastic Products, 
Inc. 


For more data circle No. 3 on postcard, p. 85 


Packaged slip-joint plier 

The Peerless PL-5B is a plastic 
bag packaged slip-joint, rugged 
5-in. hand-fitted plier with nickel- 
plated hardened and tempered jaws. 
Handle is knurled for firm grip. 


Price display cards offered for 
racks and counters. Great Neck 
Saw Mfrs., Inc. 


For more data, circle No. 4 on postcard, p. 85 


Electric power saw kit 

The Wen electric 8 in 1 power 
saw is now offered in kit form for 
$32.95 list. Kit consists of heavy- 
gage metal carrying case that holds 
saw and attachments including cir- 
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Want more information on these 
products? Then use free post- 


card on page 85 


in hardware merchandise... 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








cule cutter, rip-sawing attachment 
and five assorted blades. Wen 


Products, Inc. 


For more data circle No. 5 on postcard, p. 85 


Crack fill and glazing gun 


Do-it-yourselfers will want this 
Max-Tic crack filler and glazing 
gun. The gun comes with a needle 
point nozzle and a large nozzle. 
Retails for $1.69. A Max-Tic mer- 
chandiser is available free with an 


SEES 
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order of one dozen each of Crack 
Fill and Glazing Compound tubes. 
The unit can also be purchased for 
$1.50. McCarten Industries, Inc. 


For more data circle No. 6 on postcard, p. 85 


Restyled bread box line 

The Breadette is a restyled Mas- 
terware family bread box line with 
new, improved knob. Priced from 





$5.98 to $14.98 in East, it is of- 
fered in all-chrome, all - copper, 
chrome-and-enamel, copper-and- 
enamel and all-enamel. Master 
Metal Products, Inc. 


For more data circle No. 7 on postcard, p. 85 


Kitchen utensil combination 


Here’s a_two-for-one_ kitchen 
combination valued at $8 to retail 
for $6.25. It is a copper-clad stain- 
less 14%-qt covered sauce pan with 
a measuring cup of the same mate- 
rial and a miniature of the pan. 





Both are packed in same box with 
attractive three-color label which 
shows and _ describes’ contents. 
Rome Mfg. Co. Div., Revere Copper 
& Brass, Ine. 


For more data circle No. 8 on postcard, p. 85 


Colorful carpet sweeper 


To celebrate its 25th year in the 
carpet sweeper business, the Wag- 





(Continued on page 80) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 85 


HELP YOU SELL MORE 





Tile adhesive display unit 


This illuminated display drama- 
tizes holding power of Pecora 


| 
ceramic tile adhesive. Made of 
wood and heavy cardboard, unit is 
shaped like a king-size can 14x11-in. 
with much of front cut away. In- 
terior contains 444-lb can of Pecora 
thin set resin type ceramic wall 
tile adhesive suspended by chain 
through opening in top to square 
piece of tile. Pecora, Inc. 


scaled-down model of a two-door 
louvered installation. Doors are 
easily lifted on or off for demon- 
stration of features. Base of dis- 
play lists size of openings of differ- 
ent units. McKinney Mfg. Co. 


For more data circle No. 10 on postcard, p. 85 


Chisel and bit display unit 
Individual packaging for auger 
bits, expansive bits and chisels in 
the Greenlee line is offered in a spe- 
cial Sampler Set No. 222. Set in- 
cludes at no cost to dealer one 14-in. 
quality chisel and free display 
panel. Perma-Pak individual pack- 


measures 54144 x 44% x 23% in., 
and is made of heavy gage steel, 
finished in light gray enamel. Rack 
for small reels of nylon and poly- 
ethylene can be displayed on top of 


unit. Columbian Rope Co. 
For more data circle No. 12 on postcard, p. 85 


Furniture cup window package 


This window package of four 
Nomar furniture cups is for self- 


service display. Cups are of non- 
markis:, unbreakable phenolic com- 
position material designed to give 
maximum floor protection. Avail- 
able in 13% or 1% in. inside diame- 


For more data circle No. 9 on postcard, p. 85 


Folding door demonstrator 


Dealers who order 10 or more 
sets of two or four-door McKinney 
Bifold hardware can get demon- 
strator No. 1220-D for showing a 


aging gives customer permanent 
tool container which may be hung 
at workbench. Set offered dealer at 
$14.57 until July 31. Greenlee Tool 
Co. 


For more data circle No. 11 on postcard, p. 85 


Unit sells rope by foot 


Sales by the foot of rope %-in. 
diameter and smaller can be made 
from the Columbian rope merchan- 
diser which holds colpacks, coils 
and reels and has a single and ac-__ ters in new packaging. 
curate device and cutter. Aftera (po. 
sale, unused portion remains coiled 
ready for next customer. Unit 


Bassick 


For more data circle No. 13 on postcard, p. 85 
(Continued on page 96) 
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To fit every woman's pocketbook... 
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VMVVALLACE STAIN LESS 


The greatest name in American tableware! 


The newest, smartest patterns! These are the designs your 
customers want! Wallace makes the biggest assortment of best- 
selling stainless steel designs in the business...uniform high 
quality guaranteed from order to order! 


7 different price lines! A price for every purse... from our top- 


grade Custom line on down...makes Wallace Stainless easier to 
buy, easier to sell! 


Wallace is the leader! Wallace continues to set the pace for 


the smart new type of stainless designs customers want...and 
does it at prices they can afford! 


Special Promotions! There's a hard-hitting, profit-pulling pro- 
motion in each one of Wallace’s 7 stainless lines: all kinds of 
attractive gift sets, eye-catching high-style packaging, and inter- 
esting flexible assortments! 


DON’T MISS SEEING ALL THE-NEWEST, THE HOTTEST DESIGNS IN STAINLESS... 


VISIT WALLACE AT- THE ATLANTIC CITY HOUSEWARES SHOW, JULY-7 to JULY 11 


BOOTHS 221-223» 


WALLACE STAINLESS—A DIVISION OF WALLACE SILVERSMITHS. AT WALLINGFORD, CONN.... SINCE 1835 
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$1.00 TRADE-IN ALLOWANCE 
for anything that opens cans, towards 


SWING:A'WAY macnetic CAN OPENER 


regular $3.98 model only $2.98 and any old can opener 


a sell-out the past 9 years! 


SWING-A-WAY TRADE-IN SALE 


This sensational offer will pull big traffic during dull summer weeks. 
It’s the 6th annual SWING-A-WAY money-saving TRADE-IN promo- 
tion. This annual event has been sold out 5 years running. Hundreds 


of dealers were disappointed last year. Better act now! Order the 
#222 TRADE-IN deal at your usual discount! 


: #222 TRADE-IN DEAL 
2 TRAPICe 2 — #607W White Magnetics $2.98 each 
Ty 2 — #607R Red Magnetics. ....... . . $2.98 each 
2 — #607Y Yellow Magnetics $2.98 each 


$17.88 Total Retail Value Less Your Regular Discount 
FIRST IN SALES 


BECAUSE IT’S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO. + 4100 BECK AVE. + ST. LOUIS 16, MO. 
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WERFUL SALES TOOL 


eE MOST PO 
UM BOTTLE 


HERE'S TH 
N ANY VACU 


EVER PUT Oo 


Ay oidir’s SO\DEN GUARANTEE 


VE! Only Aladdin dealers can offer customers the vacuum bottles that feature 
guaranteed PERFORMANCE. 
ustomers will see it, rea 


OLD, GOLD guarantee label on every bottle—c 
it, buy it! 
s and key-area Tv—customers wil 


* FEATURED in big national magazine ad 
the vacuum bottle with the GOLDEN GUARANTEE. 
really MEANS something 


e NEVER BEFORE! it's the kind of guarantee that 
fect temperature maintenance—an 


e NEW VACTRONIC® TESTING assures per 
Aladdin has it. 


e EXCLUSI 
d it, act on 


e BIG, B 
| be looking for 


to your customers. 
d only 


everything new 


Haddin” @:'\"** with 








wo Muddin’ ve GOLDEN GUARANTEE 





et 


THE ORIGINAL, BEST-SELLING 
Best Buy WIDE MOUTH VACUUM BOTTLE 


} [he Vacuum Bottle that sets sales records while changing 
Z 7 
, — = the nation’s eating-away-from-home habits! Pertect tor hot 
SOUDS, STCWS, baked beans, spaghetti, chih, tried chicken— 
, or icy cold desserts, salads, puddings, ice cream—you name it! “A 





i-F- hal atalemaal- 
LOX-ON* STOPPER 


Provides a sure seal 


tne wrist 


clean in a jifty 


NEW! GOLDEN 
JUBILEE* 
Elegant gold-anodized 
aluminum—lightweight, 
rust-proof, bottom load- 


it actually 
on: with a simple twist ol 


insulates, rinses 


HY-LO* 
Ruggedly constructed, 
smartly styled, conserva- 
tively priced. 


ECONOMY 


Modestly priced ... yethas 
all the exclusive Aladdin 
“‘plus”’ features. 


ing. Gold foil packaging. 


STEADY YEAR-ROUND SELLERS 


WORKMAN'S LUNCH KITS 


~ 


styles. Rust-proof lightweight 
aluminum kit, or black steel kit. 
Each with choice of Aladdin Pint 
size vacuum bottles. 


Aluminum Kit 
with Thermo-King* 
Bottle. .... ...No. 
with Hy-Lo* Bottle No. 
with Economy Bottle. No. 


Biack Steel Kit 
with Thermo-King* 
Bottle Tent 
with Hy-Lo* Bottle 


° 
No. 
with Economy Bottle. No. 
with Best-Buy* Wide 


Mouth Bottle......No. 


PASTEL VACUUM 
PITCHERS 


Full quart size. Sell-on-sight mod- 
ern styling, sensationally low price 
(lowest on the market); plus dec- 
orator pastel colors! Takes full 
size ice cubes, can’t overpour. 


Coral Color, Qt.........P4445-C 
Turquoise Color, Qt.....P4445-T 
Brown & ivory, Ot... .P4445-B @ I 





THERMO-KING* 
Rust-proof Aluminum 
Jacket. Lightweight, du- 
rable. Features ‘‘bottom- 
loading"’ filler. 


PLAID 


The colorful, giamour line 
that’s a hit everywhere. 


Half-pint ...No. P-5 


AMERICA'S MOST WANTED OUTING KITS 


ONE-BOTTLE KITS 
Red or Green Plaid cases, Hy-Lo* 
or Economy quart vacuum bottles 
— plus snack box. 
Shown: K143A—Red Plaid case, 
Economy Quart Bottle. 
Not Shown: K132A—Green Plaid 
case, Hy-Lo* Quart Bottle. 


TWO-BOTTLE KITS 
Regular type bottles 
Many bottle combinations, all 
have snack box except No. K445. 
Shown: K445—Red Plaid case, 2 
Plaid Qt. Btls. (No Snack Box). 


Not Shown: 

K571A—Green Nylon case, 

2 ihermo-King* Quart Bottles 
K471A—Red Plaid case, 

2 Thermo-King* Quart Bottles 
K671A— Tweed case, 

2 Thermo-King* Quart Bottles 
K645— Tweed case, 

2 Piaid Quart Bottles. 
K343—Red Plaid case, 

2 Economy Quart Bottles. 


TWO-BOTTLE KITS 
Regular and Wide Mouth 
Shown: KS832A —Red Plaid case. 
Plaid and Wide Mouth Qt. Bils. 
Not Shown: K693—T weed Plastic 
case, Plaid and Wide Mouth 

Quart Bottles. 


a ne rs Ate. S 
mom-prepaed | (in an Maddin’ » 
¥ \. school lunch kit... =~ 
3 7 __-< WHAT FUNI ) 


me-pre- their first diploma! All have matching 4 pint 


n-time Aladdin Vacuum Bottles —-GUARANTEED to 
every keep their lunchtime beverages steaming hot 
rh to or trosty cold 


@. varvety, grocery or department store 


ig t-Ledaliate 
SO MILLION 
reader-customers | 


—thousands of them right in 
your own neighborhood 


ads like these are just part of 
dak mm oliolo-t-s ame 2-Conene laa Me 4-Ua-mmet-lealel-tlciamm—\ {1a 


e Month-after-month, all year long, your customers will see powerful Aladdin ads featuring JOE E. 
BROWN in America's best-selling national magazines. 


We wate) o) i= dil ma:y-\e Mr-lelele) am lele) ahie) aur- tale mel(-lonr-lalemaal-m'c-lolelelaameleledi-m didi eal-mCle)e(-lamClel-ie-lal(-mealanu ail 
aal-t-UaMmeaalelal-)\au lal calm eleler.<-) are) mm dal-mr-Ui-elellamel-1-1l-16 


cd 


millions will see Haddin on 


CROSS-COUNTRY GOLDEN-MARKET 


e HUNDREDS of JOE E. BROWN 
commercials in key market areas. 

e Harnessing the immense selling 
power of /oca/ TV. 


e Featuring the Aladdin Golden 
Guarantee story. 


Haddin. . is with everything new 





CHUCK WAGON’ 


The action-packed kit everybody's talking 
about. Capitalizes on TV's trend to pioneer 
drama and westerns. Order big—they'!! out- 
sell any kit you ve ever promoted. 

No. CW 7189 


BUCCANEER* 
Features ‘‘treasure-chest'’ shape with battle- 
action pirate scenes .. . fills the bill with the 
rough-and-tumble crowd. No. B 115 


ROBIN HOOD* 


Here he is! Robin Hood .. . straight ‘out of 
TV and the movies . . . and don't the kiddies 
love it! No. RH 815 


Haddin 


.--first with everything new 


FIRST AND FOREMOST IN 
DECORATED SCHOOL LUNCH KITS 


The most complete — and fastest selling line in America. Sturdy steel boxes ’n 
matching half-pint Aladdin vacuum bottles—gaily lithographed with imag- 
inative, full-color designs that small-fry go for in a big, big way. 


The young set’s newest idol—in blazing full- 
color scenes right out of his weekly TV show! 
Backed by the powerful, nation-wide Zorro 
merchandising program. No. ZO 7179 

© Walt Disney Productions 


JUNIOR MISS* 


No bright-eyed sweetheart, no mother or 
father can resist this daintily feminine kit. 
No. JM 1015 


WILD BILL HICKOK PLAID KIT 
The Western fans’ TV favorite ... makes 


‘em eager to saddie down to wholesome ib-sut 1 >t Ne. p ~ 
lunches. No. WB 715 


Styled by Robert O. Burton, Inc. 





: “ee 
Haddin BACKING YOU TO THE HILT! 


These sales aids make this your Golden Opportunity Year for Aladdin Vacuum Ware: 







NEW “SELF-SERVICE” 
LABELING 
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Haddin HP... .ie ss with everything new 


ALADDIN INDUSTRIES, INCORPORATED - NASHVILLE, TENNESSEE 
1485 Merchandise Mart, Chicago, Illinois - Room 2048 Graybar Building, New York, New York 
105 East Lexington Drive, Giendale, California - /n Canada: 1401 The Queensway, Toronto, Ontario 
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‘BPS 


RETAIL 


$3250 
FALL SPECIAL s$2.9O7 


DEALER REG. COST $2rG4 


FALL SPECIAL 
3 31.98 





DEALER COST 


MODEL BPS 


‘ 30” Steel “T” Handle 
" Depth Gauge 
adjusts 2%” to 7'2” 

Head 111” long 
Step 72" Wide 
Core Diameter 2%" 
Packed 3 to a carton 
Wt. per carton 8 Ibs. 


FRONT VIEW 
* BPS 





AMES HANDY PLANTERS 


New! 


BULB PLANTER 

Retaiis About $1.00 

© Ideal for planting bulbs, 
corms and small plants 

e Marking on sides indicates 
depths 

e Serrated for easy 
penetration 





“FULL DEALER MARKUP” 


These all-purpose planters will make a real 
hit with your customers. The #BPS with 
Depth Gauge is ideal for planting vegetables, 
bulbs, small trees, and shrubs. Removes cores 
of soil around shrubs, trees and bushes for 
insertion of fertilizers. 


\ 
4 RETAIL $250 


FALL SPECIAL 31.98 


DEALER REG. COST SLES 


FALL SPECIAL 


DEALER COST $1 22 


MODEL BPW 


30” Wood handle 
No Depth Gauge 
Head 112” Long 

Step 7'2” Wide 
Core Diameter 2%” 
Packed 3 to a carton 
Wt. per carton § Ibs. 


FRONT 
VIEW 
* BPW 








Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 





HARDWARE AGE, JULY 3, 1958 






hi 
we 


Vine wae 
ee F & 


fe}, 


OHIO 
HARDWARE AGE, JULY 3, 1958 


~ 


te 


RC ge pl $C dR eprom 
he piblatemhe ee ee 


2 


CLEVELAND 19 


a 


WwA-ht ans Oe 4-1 @1O Mm -1e)-42 


x 
O 
o 
& 
O 
O 
lee 
é 
< 
0 
Wu 
» 
” 
O 
x 
oO 
O 
ual 
— 
LL. 
LL 
Wu 
Bs 
) 















































G-3 ALL-WEATHER 


No other bike tire has enjoyed such lasting popularity as the 
G-3 All-Weather. And with good reason. 


? 


The All-Weather tread may well be the best-known of all 
tread designs. Those sharp-cut diamonds assure ground- 
gripping traction and faster, safer stops— while two 
riding ribs provide easy rolling and long wear. 


You can depend on the G-3 to deliver sales- 
winning performance the year round. Got 
enough on hand for summer replacements? 

See your jobber soon. Goodyear, 
| 4 Cycle Tire Dept., Akron 16, Ohio. 


Keep America Fit on Bicycles 


EAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


G-3, All-Weather —T. M.’s The Goodyear Tire & Rubber Company, Akron, Ohio 
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HOTTEST heater LINE EVER 


‘ | } 
\Vew models, advanced features, latest 


efiiciencyv—with the EXTRA 


elling strength you can rely on from the 
rvih No. 1 heater manufacturer 


Automatic, fan-forced-plus-radiant heaters 
«heat in 5 to 10 seconds—foremost, fast-selling 
features —2 heats, 1320 and 1650 watts 


No. 5839 (above) New Model, New Advantages! Handsome, 
wavy, brass-plated grille gives soothing “fireplace” glow 
effect. Heating elements insulated in “‘Vycor’’ glass tubing. 
New parabolic reflector “‘focuses’”’ heat. Push button control 
for 2 heats. On-off toe switch. Safeguard Safety Switch. 
Charcoal enamel, black plastic trim. $39.95. 


No. 5734 (right) Instant, thermostat-controlled heat, maxi- 
mum reliability. New “‘air-flow” range type elements speed 
circulation—81 cubic feet of heated air per minute. Safeguard 
Safety Switch. Bermuda bronze enamel, chrome grille and 
accents, $34.95. 
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NEWEST IN STYLING...instant 
full-volume heat 










SF "068i ssiceeaned) otas 


XERBRR ERO, 





Latest decorator design—Automatic 
instant heat, fan-forced plus radiant 


Model 5824. True fan forced heat in 5 to 10 
seconds, plus radiant heat, from durable air- 
flow ceramic rod elements; fluted reflector 
increases radiance; 1650 watts, thermostat 
controlled; Safeguard Safety Switch. Clean- 
cut design harmonizes with modern furnish- 
ings. Charcoal finish with gold and black 
accents. $24.95 


Utmost value, luxury in radiant heaters— 
way-ahead of the field! 


Model 5800. NEW fast action, unique design, low price. 
Nichrome wire element reaches full intensity in 5 to 10 
seconds, gives cheery “‘fireplace”’ glow. Spreads infra-red 
warmth widely. 1320 watts. Safeguard Safety Switch. 
Bermuda bronze enamel, brass-plated grille. $14.95 

Model 5854. Glass-panel, 1650-watt automatic. $54.95 
Model 5759. Arvin radiant heat screen, thermostat con- 












trolled. $89.95 

' Ki M 

ArvinGaly bb 
Xe pocket extra profits 






Two new heater merchandising plans 
that fit the needs of either large or 
small dealers 


Pian No. 1. For every six heaters—one model or mixed—ordered from 
distributor stock for September 1 or earlier delivery, dealer may buy one 
Model 5514 at only $5.51—50% off the 3-or-more price. Seventh unit 
also from distributor stock. 








Pian No. 2. For every 12 or more heaters—one model or mixed—ordered 
for pre-paid drop shipment from Arvin factory before September 1, 
dealer may buy one Model 5734 at only $11.19—50 % off regular price. 










Plus all this: 


FREE FREE FREE 


Colorful flasher dis. 100 attractive, Eyametions come. 
play, for window or strong-selling folders dar out — —— 
counter, plus bright for hand-out or mail 12-months merc 
wall-or-window ban- use, dising program. 














ner. New Arvin 220-volt automatic heaters 

... and a bonus special: oe meet a growing demand 

Buyers of Plan 2 may also order a r2w Arvin “Merchantman” per- Engineered to Arvin top-quality standards, these heaters 
manent display center at $30 and receive free one Model 5734 heater maximum efficiency. Deluxe Model features sive “so pn 
with retail value of $34.95. Available to others at regular $30 price. thermostat; 2 self-regulating fan speeds; scientifi lly led 







cabinet; safety switch. All are finished in handsome Bermuda 
bronze enamel. $44.95 to $69.95 


















Consumer Products Division « Arvin INDUSTRIES, Inc., Columbus, Indiana 


Arvin also manufactures Radios, Phonographs, Fans, Car Heaters, 
All-Metal Ironing Tables, Leisure Furniture and “Charky” Outdoor Grills 
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Stop in at the show and see the complete Cal-Dak line 

of housewares for hostess, home and garden. 
You'll know why both retailers and customers say... 
“If it’s Cal-Dak, it’s the best on the market!” 


Nationally advertised in: 
McCALL’S © LIVING © BRIDE’S 


BRIDE and HOME © PARENTS’ 
BETTER HOMES & GARDENS 
HOUSE & GARDEN 





FAIR TRADED... Priced for 


profitable volume selling 
~ Ae Carts* * 


fh 
ba he er a A= & 3 
+ apres BY 
a : eRe 2 ) 
FE NS 
\S eae a Tray Table 
“4 om 
‘ KY 
a. 
ow 
_ i> 
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ny 
Laundry 
Carts ® 
/ 


FOUR FACTORIES: Lancaster, Pa. ¢ Chicago, Ill. « Little Rock, Ark. « Colton, Calif. 









*A Trademark of The Cal-Dak Company 
** Design Pat. No. 180,543 
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DISPLAYED AT NATIONAL HOUSEWARES SHOW, BOOTH 1034-1036 


GERING’S 


foler-lith'ae-lal> Mm P=) °t-Jalel-llilih 7 


GARDEN HOSE 
with exclusive Super Mirror Finish 






é 
disdineion it 


Mii; a we 


ee etm 


Mery aa 
Mercury 
| a jj Here’s top-quality hose that virtually does away with irritating re- 

Ce Ss | turns, hodge-podge shipments and skimpy hose construction. 

: ' Same quality, service and dependability is built into Mercury 3-Tube 
Sprinkler and Soaker-Sprinklers. And for new sales excitement, dis- 
play Gering’s colorful Garden Trellises. They really move! 

3-TUBE SPRINKLER HOSE 
with exclusive white stripe Spray Guide Sell the hose that stays sold and the garden line that ups sales. 

Buy Mercury today! 
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SALES-WINNING BACK-UP! 


ationally Advertised in: Good Housekeeping 

Me Call’s « Life « Ladies Home Journal 
¢ Look ¢ House Beautiful «+ Saturday 
Evening Post *« House & Garden 


Z. 


ADVERTISED IN 


Free Racks and Displays! «+ Complete Ad Mat Service! + Streamers and Other Sales Aids! 





CHECK THE OUTSTANDING, COMPLETE MERCURY LINE! 

















: | INSIDE DIAMETER GUARANTEE LENGTHS 
LAWN SOAKER & SPRINKLER GARDEN HOSE: Mirror Finish 

soaks and sprinkles simultaneously 3/4" 15 Yrs. 25. 50. 75 Ft. 
5/8” 15 Yrs. 25, 50, 75 Ft. 
1/2” 10 Yrs. 25. 50, 75 Ft. 
7/16" 8 Yrs. 25, 50, 75 Ft. 

7/16” (Black Only) 5 Yrs. 50 Ft. 

UBE SPRINKLER HOSE: Mirror Finish 

Fully Guaranteed 25, 50 Ft. 


LKER-SPRINKLER HOSE: Mir 
Fully Guaranteed 


Finish 
20, 25, 50 Ft. 
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ARDEN HOSE rhrift | 








1/2” 5 Yrs. 25, 50 Ft. 
7/16” 5 Yrs. 25, 50 Ft. 
3/8” 5 Yrs. 25, 50 Ft. 








Gering Products, Inc., Kenilworth, N. J. Other Products: Tidy-Mat Household Mat e Tidy-Mat Shelf Liner 
GERING PRODUCTS, INC., Kenilworth. N. J. H.-73 


Please send me information on 
Garden Hose 





Name 














—_.3- Tube Sprinkler Address 
= ~_.»oaker Sprinkler po . 
bo SOS ate ‘ . ity Zo « S 
GARDEN TRELLIS _ __Garden Trellis si? aan 





is colorful, completely weather resistant, 
never needs repainting 


My jobber is 
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EXTRA 10% DISCOUNT when you 


full length curtains; and Series A-350 
buy complete ensembles! 


attached firetools; Series A-340 with 
with embossed fender panel. 
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with our new pylon andirons 
liner prices start at $28.75 List 
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1355 Market St., San Francisco, Calif. 
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See your Fiexscreen representative-——or write today for big new 


color catalog and full details on the all-new Flexscreen line 
BENNETT-IRELAND INC., 758 North St., Norwich, N. Y. 


design — and comes up with the most 
exciting new beauty of the decade! 
The deep, softly-rounded frame of 


polished brass reflects not only the 


light from the room 
dancing flames within the fireplace. 


frames do) — but also reflects the 
The clean, 


Flexscreen adds depth to firescreen 


1918 Main St., Melrose Park, lil. 


MAINLINER a distinct 
look 


porary” 





Your customers know ... it’s the finest if it’s a 


Donald Deskey Associates, Design Consultants 


NOW —there’s a new d 















Five outstanding reasons... 
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.. .why customers like brushes 
with TYNEX’ tapered bristles 


Today's better-made paintbrushes with TYNEX nylon bristles contain a full head 
of bristles in a firm setting. The bristles are finely tapered, with slightly 
curled tips. They vary in length and a generous portion are “flagged.” 
As a result, brushes bristled with improved TYNex have high 
pickup. They release any finish, smoothly and evenly, on 

any painting surface. And they clean easily, dry fast, 


is ia ® are quickly ready for the next job. 
VJ VW, For these reasons, brushes with TYNEXx tapered 
nylon bristles bristles can mean fast, easy, satisfying paint- 
ing to your customers, Good reasons 


why it will pay you to stock the 
tl} NT complete line... today! 
Tynex is the registered trademark for Du Pont 


nvlon bristles. 













BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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INTERLANDI — 


“EVERYTHING HINGES ON HAGER (“ 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Yeors of Experience 


_ 











HARDWARE AGE, JULY 3, 1958 





HARDWARE AGE, JULY 3, 1958 






Boost your sales 


free 
display piece! 


Let your customers sell themselves on 
Cyclone Fiberglas Screening! Just hang this 
powerful new sales aid—made of an actual 
30 x 30-inch square of Fiberglas Screening— 
near your sales counter where it can work 
sales magic for you. Your customers will see 
it, feel it—and buy. This appealing sample 
will convince them quickly that Cyclone 
Fiberglas is the insect screening they want. 

Remember to point out these six features 
of Cyclone Fiberglas Screening: 





Never rusts — Never streaks 

Never needs painting 

is dent-proof—!'s fire-safe 

is unaffected by temperature extremes 


Call your jobber today. Order six or more 
100-foot rolls of Cyclone Fiberglas Screening 
and get this dynamic new Cyclone Fiberglas 
Screening Display free with your initial 
purchase. Act at once and get this effective 
sales aid in time to tie in with the Owens- 
Corning Fiberglas Comfort Conditioned 
Home Promotion. Remember—3 big names, 
Cyclone Fence, United States Steel and 
Owens-Corning, further strengthen your 
sales effort. 

If your regular jobber cannot supply you 
with Cyclone Fiberglas Screening, just fill 
out and mail the handy coupon below. 


USS and Cyclone are registered trademarks 


Cyclone Fence Dept. 
American Steel & Wire 
Division of 


United States Steel 


Waukegan, fll. + Sales Offices Coast to Coast 
United States Steel Export Company, Distributors Abroad 







Now is the best time 
to check your stock 
of Cyclone Aluminum, 
Bronze and Galvanized 
Steel insect screening, 
and order what you 
need at once. 


Cyclone Fence 
Waukegan, Illinois 


Please send me complete information on USS CYCLONE FIBERGLAS 
and how I can get my sign. 
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POUR-EASY VACUUM BOTTLE 


Now ... there’s a big difference in vacuum bottles— 
and only Universal Pouwr-Easy has it! It’s a real 
pitcher spout that pours easily ... won't drip or run. 
Be sure to point it out to your customers. It’s just 


Rugged Easy-On, Easy-Off cup 
Kleen-Seal stopper 
Non-slip corrugated case 


Bottom loading filler eliminates 
unsanitary shoulder threads 


one of the many top features of the new complete 
line of Pour-Easy vacuum bottles, food jars, lunch 
kits and outing sets, Tweed-Cote ice chests and jugs! 


Exclusive new market-tested 


colors 
10-ounce, pints, quarts, 
some with nested cups. 


NATIONALLY ADVERTISED IN POST - LIFE - ESQUIRE - PARENTS 


NEW! EXCLUSIVE NEW! “JUMBO” 
“PATHFINDER” WORKMEN’S KIT! 


SCHOOL LUNCH KIT! Back by demand! And 


only Universal has it! 
A real, accurate, dependable Full pint-and-a-balf 
compass on Universal's new Pioneer Pour-Easy bortle, 
“Pathfinder” school lunch bot- — extra-large lunch box! 
tle is sure to build big store 


en —— No. 4051. 
traffic! Feature this exclusive... ogee | 
and these other top Universal Fara ' 

a” 


school kits! No. C4098. 


Scotch Plaid 
a I . 


Carnival Young American LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Great 
when it 


sold fo 


Only Hercules 














Applicator cap 
for easier 
spreading. 

With built-in 
plunger for 
clog-proof 

flow. 
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FREE 
DISPLAY 

, RACK 
=) with every 
24 tubes! 


MENDS EVERYTHING! 
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Bubble-packed in the new self-selling 1'/2 oz. tube 


America’s fastest selling bonder at $1 is now even hotter 
in the exclusive 49¢ size. It’s bubble-packed in transparent 
plastic . . . comes on a compact, eye-stopping 4-color 
display card—a sure fire impulse seller! And you get free, 
with every carton, a display rack that holds 12 packages and 
a colorful, exciting window streamer that will pull them in. 





FULL 40% DEALER DISCOUNT: 114 oz. tube— 
Packing: 24 to case. Ship. Wt.: 5 Ibs. Dealer 
Cost: $3.53 doz. List Price: 49¢. Also available 
in giant economy 5'% oz. tubes and 4 oz., 
10 o2., 22 0z., 48 oz. cans. 











HERCULES OUTPERFORMS ANY BONDER ON THE MARKET! 


ws We guarantee it to fix anything or money back a Dries 
tough as steel .. . no mixing or heating required s Real 
metal in putty form # Bonds all metals, wood, tile, ceram- 
ics, plastic, leather, canvas, glass = Ideal for general 
household repairs, car and boat, furniture, plumbing and 
heating, hobbies and crafts, bathroom fixtures, farm re- 
pairs @ Fills holes... patches... seals... calks = Bonds 
even two dissimilar surfaces together. 


DEALERS! JOBBERS! WRITE FOR FREE SAMPLE! 


HERCULES PLASTIC ALUMINUM Hercules Chemical Co., Inc. 416 B’way, N.Y. 13 
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ARE YOU MISSING A BET? 


There’s extra profit in 
this combination 
plier-wrench 


No. 410 


SELF-GRIPPING 
HEAVY-DUTY 
PLIER 


IT’S EASIER TO STOCK 
JUST ONE LINE OF PLIERS 

This heavy-duty, self-gripping plier is a prime 
favorite of mechanics. They like its terrific gq A } 
gripping power in tight places they can’t reach Af Af fj | 
with a pipe wrench. They buy it and use it as Vf f : J If 
a combination plier and wrench. . . the finest 
hand tool of its kind on the market. And IT’S PROFIT-WISE TO STOCK THE 
they'll buy it from you if you stock it. . . cata- GENUINE CHANNELLOCK LINE 
log it. . . display it. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 
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Another FJ]RST from Foley! Opens up a great new profit market for you in babyware. Each 


STAINLESS STEEL 





RFHEDING WARE 


item constructed of tarnish-free, lustrous stainless steel. Won’t rust, break, chip or warp. Sanitary 
and unaffected by heat. Carded for impulse buying. Priced for fast turnover. Pre-sold through 
advertising in “‘Parents’’ and “‘Good Housekeeping’’ magazines. 


* ~ te a e 
» Kel, Stainfias Steet <! 
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FOLEY BABY FEEDING SPOON—Lets 
mother feed baby the easy way. Extra- 
long handle reaches bottom of jar. Small 
bowl fits baby’s mouth. Carded and 
shell packed. Stainless steel. 39¢ retail. 
PACKED: 12 to carton. 


FOLEY WARM AND SERVE PAN— Heats 
baby-size portions quickly, easily. Fill 
with water and heat food in jar, or 
warm food directly in pan and use it as 
a serving dish too. Stainless steel. 
Carded and shell packed. $1.19 retail. 
PACKED: 12 to carton. 









FOLEY LID LIFTER—Quickly opens baby 

food jars. Removes lid without denting 

so contents can be easily re-sealed. Use- 

ful also to open jam, jellies, olives, all 

vacuum-type jars and bottles. Nickel- 

= steel. Colorfully carded. 49¢ retail. 
ACKED: 12 to carton. 
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FOLEY BABY TEACHING SPOON — Helps 
baby learn to feed, himself. Curved 
handle fits baby’s hands. Small bowl fits 
baby’s mouth. Sanitary stainless steel. 
Colorfully carded and shell packed. 
49¢ retail. PACKED: 12 to carton. 








FOLEY BABY CUP—Holds 4 ounces of 
milk and keeps it warm. Small handle 
fits baby’s hand, helps him learn to 
drink by himself. Sanitary lip won’t 
harbor germs. Stainless steel won’t 
break, chip, or warp. Carded and shell 
packed. $1.29 retail. Packep 12 to 
carton. 





FOLEY FEEDING BOWL —Can be used for 
both warming and serving food. Stain- 
less steel won’t crack, break, chip, or 
warp. Helps baby learn to feed himself 
and takes rough wear while he learns. 
Colorfully carded for impulse sales. 
$1.49 retail. PacKED: 12 to carton. 











FOLEY BABY SELLING CENTER — Colorful, 
sturdy, pegboard display puts you in 
the baby business in a big way. Packs 
plenty of profit in a few feet of space. 

omes with complete assortment of 
Foley Baby Feeders for high impulse 
sales, fast turnover. 






Ask your jobber or write: 
Foley Manufacturing Co. 
Minneapolis 18, Minn. 
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Model 7H251-L 
SCOPE. Alarm with dramatic 


new oval shape. Fully luminous 
with smart gray case for the 
style and budget conscious. 


$8.98 * 


Model 7H254-L 
TREND. Red and black check 


dial with wrap-around crystal in 
beige case. Luminous hands and 
numerals. New design leader in 


alarms. $8.98 


SNOOZ-ALARM?+ clocks. This 
wonderful family of clocks that 
wake you, let you snooze, then 
wake you again! Little Snooz- 
Alarmt Model Ne. 7H253—$5.98 
in antique white, $1 more in 
gray case with luminous dial as 














Model 2H113 


TRIM. Thinnest, trimmest wall 
clock. Easy-to-read, wall-hug- 
ging beauty. Chrome and white 
or copper with white or yellow. 


$8.98 
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Model 7H223 
ROOM-MATE. Best seller sure-wak- 
ing alarm. Newly color-styled in 
pink, blue, gray or ivory. $4.98. 
Model No. 7H223-L in ivory 


with luminous features. $5.98 


shown (7H253-L). Snooz-Alarmt 
Model No. 7H241-L— $8.98 with 
new antique white case, lumi- 
nous dial. Royal Snooz-Alarmt 
Model No. 7H250-L— newly 
color-styled in pink, sea mist or 


beige at $10.95. 


New Beauty, Smart Styling, Extra Values 


The new General Electric-Telechron line of alarm and wall 
clocks features these low-priced beauties, styled and tagged 
to move fast across the retail counter. A model for every 
need and every room. 

A POWERHOUSE OF ADVERTISING. More advertising to 
more people more often than in last year’s tremendous 
program! Hard-selling messages on network television go 
into millions of homes. Frequent display ads in This Week, 
Parade, Family Weekly and Independent Supplements in 


SEE YOU AT THE HOUSEWARES SHOW! 


Cy 


ned 


Clock and Timer Dept., Genera! Electric Company, Ashland, Mass. 


+Snooz-Alarm is a trademark of the General Electric Company 
*All prices are manufacturer's suggested retail prices—plus applicable taxes. 


40 


and, naturally, electric! 





280 newspapers carry strong local advertising. The Satur- 
day Evening Post ads in four colors to intrigue Christmas 
shoppers — plus additional Christmas color ads in Life, 
Better Homes and Gardens and many other leading maga- 
zines. And beautifully photographed clocks make time for 
you with increased space in House Beautiful and Living for 
Young Homemakers. Ask your distributor’s salesman about 
new displays, retail ad book, envelope stuffers and be sure 
to buy now for extra values! 


GENERAL @® ELECTRIC 


CSelechion 
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New PYREX Oven-Freezer-Server Set. Use this space-saving set a dozen New PYREX Juice Server. Mixes full New PYREX Cinderella Cradied Casserole. Oven-to-table 
ways. Cook ahead, freeze, pop into pre-heated oven, serve! Clear lid can frozen juice. Decorator designed round casserole with graceful, brass-plated cradle enhances 
doubles as extra dish or table tile. Also two metal freezer covers. $5.95 for serving. 1-qt. size 98c; 1 44-qt. $1.49 any table setting. Clear lid serves as extra dish. 144-qt. $2.95 


kitchen-to-table Pyrex ware with today’s look for today’s cook 


ce 2 
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PYREX Range-Top Percolator. See your coffee New PYREX Oval Decorator Casserole. Bake and serve with pride! Use the New PYREX Carafe with Candie Warmer. 


perk to just-right strength. Easy to clean. clear lid as an extra dish or table-protecting tile. Both casserole and lid have Keep coffee piping hot. Nice way to make and 
Never borrows flavor. 6-cup size $3.95 easy-grip handles. Choice of patterns. 14¢-qt. size $2.95; 244-qt. size $3.95 serve instant coffee, too. 8-cup size $3.95 


PYREX:», a symbol of modern living, is a product of CORNING research 


CORNING GLASS WORKS, Consumer Products Division, Corning, N.Y. 


Promote... item action 
for your PYREXK WARE 
hospitality housewares 


Merchandising Ideas 
T'o double your Pyrex ware sales this fall! 





IDEA—Set up an “outpost” display near store en- 
trance, featuring one of each advertised item. Mount 
the Pyrex ad from your newspaper in a regular T- 
stand. Add card giving location of your HOSPITALITY 
HOUSEWARES department. 


IDEA—Show the five advertised items grouped 
around a huge package wrapped to simulate a show- 
er gift. Display the Pyrex ad with topical sign: MAKE 
IT A PYREX SHOWER! e so fine © so famous « so sure 
to please! 


‘ iaiaseeee a 
Lifes 


IDEA —Display Pyrex ad on the counter, with adver- 
tised items arranged as buffet table. Add theme sign: 
For Homemaker and Hostess . .. HOSPITALITY HOUSE- 
WARES by Pyrex! 


IDEA — Get extra tie-in sales: arrange sample display 
of advertised items in your Bride's Shop. Mount ad 
clipped from your newspaper, with theme sign: TO- 
DAY'S LOOK FOR TOMORROW'S COOK! 





new Pyrex bowls...today’s look for today’s cook 
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Decorator-designed bowls to use dozens of ways 


All four bowls in the new Pyrex Cinderella set have easy-grip handles 
that are easy-pour spouts as well. You'll mix, bake, freeze and 

serve in them—use them, too, for flowers and party punch. Of course 
they nest to save space. Choose turquoise, yellow or pink. 


Set consists of four bowls: 142-pt., 144-qt., 24%-qt., 4-qt. $4.95 


Right—New Pyrex Carafe with Candle Warmer keeps coffee piping hot. 
Use for making instant coffee, too. 8 and 12 cup sizes, $3.95-$4.95. 


Clear Pyrex Oval Utility Dish is ideal for oven roasting, serving. $1.95 


PYRE Xs a symbol of modern living, is a product of CORNING research 









































EYE-POPPING DISPLAY 
OF HOSPITALITY HOUSEWARES 
STOPS TRAFFIC ... BUILDS SALES 


BUILD A FEATURE END 

OF THESE PYREX WARE 

HOSPITALITY HOUSEWARES 

FOR BIGGER SALES... FASTER TURNOVER. 





MASS COLOR DISPLAY 
CREATES CUSTOMER EXCITEMENT! 


BUILD A MASS 
DISPLAY ON THE TRAFFIC END 
OF YOUR PYREX WARE FIXTURE. 


PYREX MEANS TOP PROFITS— 


because Pyrex gives you double the average ee 
housewares’ turnover and volume... "gaat nee ee - 
at full mark-up. You can get extra sales, too, a 

on many other related items with an all-out 

“HOSPITALITY HOUSE” item promotion in your store! 


Litho in U.S.A 











There are usually about 
100 mowers on Yearsley’s 
display floor. Several of 
each type are set up, 
ready for testing and de- 
livery. Customer gets the 
mower he picks out. 





Can you get a full profit 


on power mowers?! 


“You certainly can,” says Warren 
Smith, “if you sell service and re- 
pairs and offer trade-ins. W e’re mak- 
ing full margins because of our ser- 


vice reputation.” 


How important is lawn mower service, repair, 
trading? 

Can these “extras” help power mower sales, 
or contribute to better profit margins? 

The answer to these questions is an unqualified 
yes, according to a dealer who has practiced com- 
plete mower services for many years. The core 
of these services is repairs. 

The back of Yearsley’s rambling hardware 
store (M. S. Yearsley & Sons) in West Chester, 
Pa., is almost always packed with power mowers, 
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Warren Smith, M.S. 
Yearsleys service 
expert. 


chain saws, and farm equipment in need of re- 
pairs. | 

There are seldom less than 75 repair units on 
hand in the dead of winter. There are often 
several times that number in peak spring and 
summer seasons. This kind of service volume is 
within reach of many dealers. 

The conviction that repairs are important to 


45 


The Yearsley store covers a lot of ground, through gradual expansion over the years. Service department is at back 
entrance. 


Can you get a full profit on power mowers? 


(Continued ) 


full-profit selling of new machines is the reason 
Yearsley puts so much emphasis on repairs. Just 
what have these repair jobs got to do with new 
mower sales? 

“Plenty,” says Yearsley’s service expert, War- 
ren Smith. 

“We sell many hundreds of mowers from 
edgers to estate jobs each season. Without a 
reputation for service, among other things, we'd 
be just another hardware store selling $49.95 
rotaries off the floor in packing cases,” Mr. 
Smith added. 

“Instead,” he continued, “we sell top-branded, 
quality mowers at full list prices. Have for 
years. Our customers don’t try to bargain with 
us on prices, nor do they complain that the dis- 
count house in the next county undersells us. 

“And our customers are as eager for value as 
any, for we deal with level-headed farmers and 
well-to-do businessmen as well as average wage 
earners,” said Mr. Smith. 

Mr. Smith was asked: “Service must be very 
important to new mower sales then .. . exactly 
what do you mean by service?” 

It was evident that we were on Mr. Smith’s 


favorite topic, for he pointed to the big display 
area for power mowers and said with some pride, 
“Take our sales floor. You see, there are maybe 
100 mowers there, fully assembled and ready for 
fuel. 

“I don’t mean there are 100 different types. 
There are four or five of each kind, ready to roll 
out of here on a busy Friday or Saturday. 

“When one of our customers beckons a sales- 
man, the sales price is already established. Each 
of our mowers is boldly price marked, and most 
of our customers know we are a one-price store. 
As the sale progresses, and this takes time be- 
cause our men know and sell the details of a fine 
mower, the customers learn that the mower they 
choose is the very one they'll get. 

“Right before customers’ eyes, we wheel the 
mower down the ramp, and into the service shop 
in back of the store. We fuel it, check it, start 
it and let it run while they watch. This way, 
each customer knows how to handle his machine 
when he gets it home. You’d be surprised how 
important and underrated this simple step is. 
We’ve never yet sold any power mower in a 
packing case.” 
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A repair service is only as complete as the parts 
inventory behind it. 


Mr. Smith was asked “You mentioned ‘other 
things’ besides service that aid your sales. What 
are they?” 

Mr. Smith replied, “Well, take trade-ins for 
example. 

“For every 20 mowers we sell, we take in up 
to 10 in trade. We couldn’t afford to do this if 
we didn’t make our own repairs. We recondition 
these trades and resell them at low prices. 

“We don’t make much profit on trades, for we 
have to junk parts of about 10 percent of them. 
And if we were to tack on big margins for trades 
we service, we'd have a hard time getting rid 
of them. No, we make necessary repairs, add a 
small profit, and move them out of here fast. 

“When I mentioned junking mowers, I didn’t 
mean that they were a complete loss. Almost 
every old mower has some salvageable parts... . 
engine, chassis, wheels, cable, etc.,” said Mr. 
Smith. 


Mr. Smith was asked: “What constitutes a 
trade in, what kind of mowers are they?” 

Mr. Smith answered, “Many of our trades are 
good quality reel and rotary types that have just 
outlived their usefulness. Even with care, every 
mower is going to need a major overhaul some- 
day. And many customers prefer to trade for a 
new mower, rather than spend a lot of money 
on the old one. 

“But too many of our trade-in mowers are 
banged-up, worthless junkers. 

“These junkers have been sold by stores that 
deal in price alone. Quality and service are not 
part of their merchandising. Many two and three 
years old mowers come in here completely shot. 
They’ve never been checked, tuned, or sharpened. 
They were bought in a carton for about $50, as- 
sembled by customers who didn’t know what they 
were doing, and then run into the ground,” said 
Mr. Smith heatedly. 

He continued, “The customers that bring these 








What are the angles 
in servicing? 


Here’s how Warren Smith answered some 
questions about running a repair shop and 
taking in trades on power lawn mowers 


@ What’s your average repair backlog? 100-plus 
units, including chain saws and farm equipment. 


@ What’s an average repair bill on mowers? 
About $10. 


@® What’s the average cost of sharpening blades? 
From $1.50 for sharpening and balancing a 
rotary blade, to $7-8 for a reel-type blade. 


@ Is there much delay on sharpening? No, 24 
hour service is par. 


@ What’s the time on an average major repair? 
From 10 days to four weeks during busy season. 
It’s somewhat less in the off season. 


@ What do you say when customers complain 
about delay? We try to explain that we service 
our own sales as well as those of many dealers 
who just don’t bother with service. Usually the 
customer understands our problem, and is thank- 
ful that at least a few dealers are concerned 
about customers. 


@ How many mowers do you service in an aver- 
age day? Five or more. 


@ What’s a round average for the number of 
trades you take a year? About 150 trade-ins, of 
which about 10 percent have to be junked. 


@ What’s an average trade-in allowance? Varies 
too greatly to pinpoint, but top allowance is 50 
percent of original value for a mower in excel- 
lent shape. 


@ What about the average allowance on com- 
plete junkers? We allow from $5 to $10 on trade- 
ins that have to be junked. Some parts are 
usually salvaged. 


@ Will you loan mowers while major repairs are 
made? Yes, there’s no charge. 


@ Are pre-repair estimates given? Not usually, 
because customers will hold you to such guesses, 
and that’s all such estimates are usually ... 
guesses. 


@ What are the best seasons on repairs of chain 
saws? There’s no special season. These repairs 
are good year round, and on the increase. 


@ Any repair jobs have to be farmed out? No, 
none whatever. 


® Do you have to advertise much? We do a fair 
amount of advertising, but mostly our satisfied 
customers are our best advertising. 












Can you geta 


full profit on 


power mowers? 


(Continued) 


No job is too large or 
too smal/ for Yearsley's 
mower service shop. 


dogs into us are mad, at themselves, and at the 
non-servicing dealers who sold them. Often these 
customers hadn’t planned a trade in. When they 
find that a major overhaul and long delay are 
necessary, they decide to buy one of our quality 
brands and the service we have to back them up. 

“There’s more to it,’”’ Mr. Smith said. 

“You know, I sometimes think our best ad- 
vertising is the competitive dealer who sells a 
junker and never dreams of servicing it. You can 
only sting a customer badly one time,” Mr. Smith 
concluded. 

When asked about the future, Mr. Smith an- 
swered: 

“It’s bright, I’m sure, for Yearsley. Dis- 
counters, some department stores, and price- 
minded hardware dealers are selling plenty of 
sub-assembly mowers in cartons at prices that 
lure customers who have never bought a mower 
before. 

“As these sub-standard mowers conk out in in- 


creasing numbers, it will be we who will estimate 
trade-in value, make repairs, sell the importance 
of quality mowers and service, and get loyal cus- 
tomers. 

About this moment, a young doctor and his 
wife followed a salesman down the ramp to see 
their $395 riding mower go through the paces of 
fueling and testing. 

On Yearsley’s receiving ramp stood a shoddy 
power mower bearing a name no one ever heard 
of. This 2%-year-old white elephant was headed 
for the scrap heap, and a new customer was be- 
ginning to learn the value of service. 

Service has many values, but most important 

. it keeps loyal customers who are willing to 
pay full price to get satisfaction. Remember, 
when you sell any item that does not perform as 
you said it would, you are to blame in your cus- 
tomer’s eyes, not the manufacturer, nor whole- 
saler, nor even the customer who hasn’t followed 
directions. ® End 
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Bulletin board in new power 
too! section lists used equip- 
ment displayed in firm's 
storage section. 








Boost power tool sales 


by Donald H. Hartvig 
vice-president 
Chown Hardware Co. 
Portland, Ore. 


... allow trade-ins 


Here’s a plan we use to sell new power tools 
with no loss when we accept trade-in units 


How many times have you had 
customers ready to buy a new 
power tool and then have the sale 
come to a halt because they want- 
ed to trade-in a used tool? 

Hobbyists and builders always 
seem to have some used tools on 
hand. Our task, as dealers, is to 
buy that equipment so that we 
can sell new power tools. 

Dealers will find they can elim- 
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inate much competition if they 
are willing to deal in small wood- 
working units on a trade-in basis. 

This will eliminate such compe- 
tition as discount houses, mail 
order firms and department stores 
with hardware sections. 

Today’s market on used light 
power tools is a seller’s market. 
Many buyers cannot afford new 
tools, and we always have the man 


who never 
new. 

Dealers will find that they can 
build waiting lists of people who 
want certain types of used tools. 

Experience shows that we should 
try to make an evening appoint- 
ment to meet the customer at his 
home to appraise an old tool. 

We find that we stand a much 
better chance of closing the sale 
on the new tool. This is because 
there is a more relaxed atmos- 
phere. You have greater oppor- 
tunity to sell your firm and your- 
self. The customer in his own 


purchases anything 
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Boost power tool sales . . . with trade-ins 


home is often not so much on the 
defensive against salesmanship. 

We suggest that the dealer set 
aside a small area in his stock 
room for showing used tools. He 
should label each item with its 
price. 

These tools are best disposed of 
by use of classified ads in local 
papers. This sales method has re- 
latively low cost. 

In the northwest, the time to 
run the ad has always been on a 
Thursday, Friday or Saturday 
right after the first of the month. 
This gives readers opportunity to 
read the ad and then come in on 
Saturday to see the item. 

Run the ad in tight paragraph 
form under Used Machinery. 

If there is no section under that 
head, then run your ad under the 
miscellaneous group. 

Give the brand name, size, mo- 
tor if any, and the price. You 
waste the ad cost if you do not 
show the price. 

List a salesman’s name with the 
firm name. And be sure that that 
one man has all information on 
tools listed. That man can re- 
ceive phone calls and answer all 


Classified ads at- 
tract used - tool 
customers to 
store. 


(Continued ) 


questions on ¢he used items. 

This is a Saturday-type busi- 
ness. j 

If a man sees your used tools 
and does not like them, then the 
sales force should show new 
equipment. Many a new tool is 
sold to a man who has seen a clas- 
sified ad. The salesman should 
always give these customers a 
factory catalog on new tools. 

Classified ads pull an entirely 
new customer into the store. He 
is usually a mail-order customer. 
If he has never been in our store 
before he will express surprise 
that we have a full line of new 
power tools. 

We accept only the most popu- 
lar used items as trade-ins. Gen- 
erally they are 8- and 10-in. tilt 
arbor saws, 4- and 8-in. jointers, 
11-in. drill presses, and band saws 
up to 14 in. 

We run motors on all electric 
tools, inspect them for broken and 
missing parts. If a tool does not 
run properly, or has portions of 
standard equipment missing, we 
will not accept it. 

The tool must run well, have no 
strange gear noises and its com- 


mutator must not 
sively. 


spark exces- 


We accept for trade-in only the 
most outstanding nationally sold 
brands. Promotional tools, un- 
known brands, little known brands 
should not be accepted. 

If you decide to accept only top 
brands for trade-in purposes, you 
will have no difficulty moving 
them quickly. 

Avoid, also, reconditioning used 
stationary tools such as table saws 
and jointers. 

The extreme limit on recondi- 
tioning should be an occasiona! 
coat of machinery gray enamel 
paint. This will often raise the 
ultimate sales price 15 percent. 
Of course the tool will be taken 
at greatly reduced price if its ap- 
pearance is poor or it is rusty. 

We are going to attempt to es- 
tablish a formula on how much to 
allow on the popular used tools 
and also how to arrive at a selling 
price. This formula is based on 
the fact that the dealer should 
try to make 20 percent on the re- 
sale of the used basic tools. Local 
demand and competitive condi- 
tions may vary this profit some- 
what but one should never go be- 
low this figure. 

To use our formula the dealer 
must build up a file of factory 
catalogs and price lists on most 
of the popular used tools. We use 
today’s retail price as the start- 
ing point in all cases. 


Example: Used 8 in. tilting arbor 
bench saw—bare tool with stand- 
ard equipment only is considered, 
no motor or accessories. Tool in 
good condition. 
Today’s current retail 

price 
Today’s used market value 

for above at which we 

will resell this used tool, 

70 percent of retail price $56.00 


Deduct dealer’s 20 percent 
profit from used market 


Appraisal price for basic 


tool only 


Now, if customer has any ac- 
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cessories or a motor, we add them 
to the basic appraisal price by use 
of the following table: 
14 hp motors, used, add. .$12 net 
34 hp motors, used, add. 15 net 
Any factory built, cus- 


tom steel stand ......... 5 net 
Table extension wings, 
en ee Oe vw aweaes 3 net 


In our example above, if we 
take the appraised price of $44.80 
and add a ™% hp motor, a steel 
stand and then finally put back 
the dealer’s 20 percent profit on 
the basic tool, we have a resale 
price of $73. 

If a customer approached a 
dealer with the above unit on a 
trade and the dealer took it in, he 
could readily sell it again at $73. 

The formula may be applied to 
the most popular used items by 
use of the list below. Fast and 
slow moving tools are reflected in 
the higher and lower figures. This 
percent of new price of course is 
based on the tool only, exclusive 
of attachments or motor. The tool 
must be in good condition. 


Suggested Base Selling 
Price on Used Power Tools 


Percentage of 


Item new unit price 
8-in. tilt arbor saw.......... 70 
10-in. tilt arbor saw......... 70 
Oe NN dk «bh occa clown 70 
es SE boc dee See Aweeks 60 
Se CD. cua nck eaues 70 
Ra: BOE GOW ond wcvalncnn 70 
ear ren 60 
ID hinge ns tae eae 20 
Jig saw, stationary type .... 25 
men: WO: no 6 6 cd as areas 40 
ee MS: .. tcc cee 60 
l4-in. electric drill .......... 40 
4-in. electric drill .......... 40 
Portable belt sander ........ 40 
Oscillating sander .......... 60 
Portable sabre saw ......... 50 


These prices must be lowered if 
the tools are not in good condi- 
tion. 

If you price a tool $5 or $10 
higher than the resale market, 
rent the tool once or twice. Then 
you can get the price back in line. 
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Duane Schrader, left, a salesman, looks at a used 2-in. belt sander 
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with Robert Upson, a customer, who considers purchase of new 3-in. 


unit at right-hand end of table. 


We have often used this method 
to bring our price down. 

If we are a few dollars apart 
between the appraisal price and 
the price the customer wants, we 
attempt to save the sale of the 
new tool by our consignment pol- 
icy. The customer sets the price 
he thinks he should get and we 
bring the tool in for 14 days on 
consignment. 

If it can be sold at his price, we 
credit him the full amount against 
purchase of his new tool. If it 
will not bring the higher price, 
then we notify him of that fact or 
advise him of any offers that we 
have had on the tool. 

It should be understood with 
the customer if he has already 
taken his new tool that it is not 
an excuse for missed payments. 

It would be poor policy to fi- 
nance the used tool when sold. 
The customer who buys a used 
tool must understand that it is 
sold for cash only and that he ar- 
ranges for his own delivery. 

As to guaranteeing used equip- 
ment, we let buyers run and in- 
spect the tools as they wish. Most 
buyers will satisfy themselves as 
to condition and not ask you to 
spell out any guarantee. If a mo- 
tor or a bearing goes out prior to 


30 days’ use, we normally replace 
it with the minimum repair job 
possible. We judge each case on 
its own merits. 

Because this is somewhat a 
cash and carry business, there is 
a tendency for customers to want 
to put down a $5 deposit to hold 
a tool until they raise the bal- 
ance. This can cause undue de- 
lays in getting your money out of 
the tool. 

Be sure that you set store poli- 
cies as to whether this will be al- 
lowed. Set up minimum deposits, 
definite time limits and provide 
for forfeiture of deposit if the 
tool is not called for. 

Probably no used machinery ar- 
ticle would be complete without 
a word on what to do about taking 
in used combination tools that 
persons want to trade. There is 
definitely a good market for them 
as used tools. The old model tools 
must be taken in very cheap, $100 
being about top selling price to- 
day regardless of accessories. 

The newer models have an ex- 
cellent resale price and in the 
northwest they will always bring 
at least $250 to $275 if in good 
condition. Great care must be 


taken, however, to determine that 
no repairs are necessary. 


°End 
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Housewares Show 





Atlantic City is key to... 


How’s the housewares business? 


The 29th NHMA National House- 
wares Exhibit opens July 7 at Atlan- 
tic City to set the pace for fall and 
winter sales. A mid-year NHMA sur- 
vey indicates what buyers, manufac- 
turers think of housewares sales for 


the balance of this year 


All eyes in the hardware industry are on the 
housewares show opening on July 7 at Atlantic 
City. 

There’s good reason, With cautious optimism 
returning, the 29th NHMA National Housewares 
exhibit will be a major test of the health of the 
hardgoods business today, and a measure of con- 
fidence in the balance of the year. 

Reports to HARDWARE AGE indicate inventories 
are at low ebb almost everywhere as the trek 
begins to Atlantic City. The slightest burst of 
confidence could make this an outstanding show 
in terms of buying. 

Manufacturers have little doubt about the 
future of housewares, as reflected in these facts 
about the show: 
® The show has been sold out for some while. 
Even the stage at Convention Hall will be oc- 
cupied. 

A record 660 exhibitors will be showing new 
lines in downstairs, main floor, stage, and upper 
floor booths. 
® There will be more new items and innovations 
on old items than ever before, according to 
NHMA, in the more than 100,000 products on 
display. 


“There will be more color and high style than 
at any previous show,” says W. H. Sahloff, presi- 
dent of NHMA, and vice-president of House- 
wares and Radio Receiver Div., General Electric 
Co. 


© Almost every item on exhibit will be seen in 
bold color tones, with a range of up to 30 colors 
available. 

“No longer will this be a black,white, and gray 
housewares show,” Mr. Sahloff said. 
® More manufacturers than in previous years 
will be offering dealers more advertising money 
to help spark sales, according to a recent survey. 
® More than ever before, product research and 
quality production is claimed to be the focal 
point for sales of improved staple lines and new 
product entries. 


About 25,000 is the expected attendance, still 
another record for the five-day show. 


What’s ahead in housewares... 


Here is a report on current housewares trends. 
The report was compiled by the National House- 
ware Manufacturers’ Assn. recently asking 
thousands of buyers and hundreds of manufac- 
turers what they think of the immediate future 
for housewares. Here are some of the results of 
the association’s survey No. 5: 


What buyers think about 
houseware trends .. . 


Q.—What housewares lines gave you your 
greatest unit volume in 1957? 


A.—Cook and bakeware 
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Small appliances 


ee: PO: . . i:4 Ska eo bee cae 15% 
et Ce Ne cg i al at 10% 
ee iain ein 8% 
Ce CIOS. os Cues on ev wea eee 3% 
ie ME 6 cna ks tae kis oo 24% 


Q.—Will your gross sales for balance of 1958 
go up or down? 


Bi pas ow 6c so Wh ee ee 34% 
SS. so sadn &.0s@ oa es es a eee 34% 
BD oct dk WKS x eV ks Oe wanes 19% 

Q.—How do you promote housewares sales? 

A.—Newspaper advertising ............. 67% 
I ok. vee etee One d Cad eee es 20% 
RE ee aaa i ee Rae ee al 8% 
Gobaane Or DOOR. <0 6s ees dasweee 3% 
ee CEE i. nk ccd eadeies os cemenes 2% 


Q.—What does your advertising stress most? 


Der So at« ia 6% eked bw aaa 36% 
SE 4 a co's add eee eae 24 ae 33% 
SF a's o 6 0c CeCe oO kas eee 23 % 
eee Gel - ate Sako wks 6 (eben eka 8% 


Q.—What percent of gross sales did you put 
into advertising and sales promotion in 
1957? 
A.—72 percent of respondents said 1-4. 
20 percent said 5-9°. 
> percent said 10-14%. 
3 percent said 15% or more. 


Q.—Compared to 1957, will your total 1958 
advertising budget be more or less? 

Re GO 68 6. eR wo ee 18% 

oo ek Sa ow ewe es 13% 

MOUs CAMS cis ea OSSS. Ca eS 69% 


Q.—What colors do you predict will dominate 
in 1959? 


Pie OE. ns ek ee Vso a a 20% 
BN cs « 5 oinsateve bal canine ek ee 17° 
UOEOS. » ¢ 4a: v b Case wt eee cde 15% 
WED % o's Kn 0 ha Sede oe owned een 13% 
BE 6 ab nace edad dent eee 11% 


Summary—Buyers are more cautious, less opti- 
mistic than manufacturers about the immediate 
future of business. Buyers seem to be holding a 
steady course in buying and promotion plans, 
with a wait-and-see approach to the second half 
of 1958. Buyers and manufacturers are agreed 
that yellow is the top color in housewares for 
next vear. 


What manufacturers think about : 
housewares trends... 


Q.—Were sales better or worse in the first 
quarter of 1958, as compared with 1957? 


ig 2G ie PUREE 5 SEE eh CA Seow co a 51% 
NE oak o cae eee eh isa eee 35% 
NI <s's-0 Ses 0 bbws dees bes Bae eee 14% 
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Housewares department, like this one, is a major 
department of today’s hardware store 


Q.—Does it look now as though business will go 
up or down for the rest of 1958? 


ee eee ee OPES eer ee 
I St is pts oy le Oe eae Bad Caw en 18% 
Rs I i ok. tw 6b siete ha ewes 30% 
Q.—Will your advertising and promotional 


budget be more or less this vear than in 


1957? 
Spee PCs. so 6 bcc eee ae Whee dened chews 23% 
SRS oes JO ee ln. LS G wae ten 11% 
Do. anus Gi Et bees Uivkens dec asekes 66% 


Q.—Will your ad allowance to dealers be more 
or less in 1958? 


eae 20% 
I a ieee aT ar.” CS OAR re ea 8% 
I i a a ese 52% 

ESE 20% 


Q.—What colors will dominate sales for 1959? 


Bir. oc wires hb ae ee tec ces 19% 
TN oe 6 vie 15% 
NS Ou ere eee ieee tt ec ce ee 12% 
Ss ha i se rea ee ea es 5 6 cc ows 10% 
ER A Re a 8% 


Summary—Manufacturers are confident of a big 
upturn in sales in the second half of 1958. Manu- 
facturers are spending more on research and 
product design, and advertising and sales promo- 
tion. Manufacturers are introducing more new 
products than ever before. The big color for 
1959? Yellow. 


Store management 





A tight economy and high labor costs put the spotlight on 
do-it-yourself projects for the home. Here’s a new store that’s 


designed for the home handyman. There are many examples in this article 


that show you .. . 


How to sell the do-it-yourself 


Most hardware dealers agree: These are some of Hechinger’s basic mer- 


The do-it-yourself market offers tremendous 
sales potential. 

Getting the do-it-yourselfer to become a reg- 
ular customer in your store is not easy. Do- 
it-yourself customers have their own set of 
shopping habits. They like wide stock selec- 
tions, ease of handling and testing merchan- 
dise, advice and demonstrations on new items, 
and a definite feeling of confidence in a 
hardware store’s personnel. 

That is why the Hechinger Co.’s new store, 
opened March 24, in Washington, D. C., is 


chandising concepts: 


® Give the customer service . .. but don’t pester 
him. 

No salesperson at Hechinger ever walks up 
to a customer and asks, “May I help you?” 
When a customer signals for help, or looks per- 
plexed, the question is “Have you found what 
you were looking for?” 
® Give the customer a selection . . . but don’t 
confuse him. 


geared to the do-it-yourself market. There are many dozens of styles of hand 


. new hardware 
store set up to ap- 
peal to do-it-your- 
selfers. 
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"Harry Homeowner’ is part of Hechinger's decor and every promotion. 


arry homeowner says: , 
do it yourself and save” \ 


100,000 products 


for house and garden 
at hechinger’s 


market 


saws, for example, but Hechinger’s eight mod- 
els give do-it-yourselfers ample selection. 


® Give the customer full, interesting displays 
. . . but don’t overcrowd islands and gondolas 
and make them roadblocks. 

A display height of 60 in. is Hechinger’s 
maximum. An average-height customer can see 
from front to back of store, whether he’s on a 
main aisle or not. 

Hechinger makes the most of sidewall dis- 
plays. Perforated paneling runs along every 
wall and around every pillar to a height of 10 
ft. Gondolas, 3x12 ft, are doubled banked in 








3x24 ft lengths along aisles. These long dis- 
play areas allow full displays of tie-in and 
related items in each section. 


® Give the customer ease of shopping and 
elbow room ... but hold his attention. 
Hechinger has minimum 4 ft aisles, a 6 ft 
main aisle, and plenty of room in each depart- 
ment to handle merchandise. Everywhere there 
are neat, two-color signs, spot displays, and 
bargain bins to hold customers’ attention. 


® Give the customer advice on home projects 
. .. but don’t let the sale price influence the 
amount of time you spend with him. 

At Hechinger, a do-it-yourselfer with a prob- 
lem that can be solved with a 49¢ fastener is 
given every bit as much attention and advice 
as one who is looking over a $300 home work- 
shop. 


® Give the customer credit ... but don’t re- 
strict him to big-ticket items. 

At Hechinger, the customer is urged to buy 
anything on the premises on a 30-day charge 
or revolving credit account. 

Items from $5 to $500, with from one month 
to 18 months to pay, give Hechinger’s new store 
30 to 40 percent of gross sales volume. 


® Have a floor plan that invites lingering and 
browsing ... but be set up for busy days and 
hurried customers, too. 

At Hechinger every item, including thou- 






a drawing card, and they are pushed in regu- 
lar weekly ads. Hechinger’s has this motto 
posted in all stores: “Quality will be remem- 
(Continued ) bered long after price is forgotten.” 

The firm has found that a sure way to make 
do-it-yourselfers less bargain conscious is to 
give top notch service with every sale, large or 
small. 


How to sell the do-it-yourself market 


sands of pieces of pre-cut lumber, is price 

marked for fast self service and checkout. ’ ; 
There are dozens of shopping carts in main : These details give a quick idea of Hech- 

aisles. There is a car pickup station in the rear inger’s size and scope: 

of the lumber department. 

(1) Store size: 17,000 sq ft of display area, 
® Give the customer bargains... but make him with a 6200 sq ft bulk-items stock basement. 
feel that he is buying quality and dealer in- 
tegrity too. (2) Market: Upper middle-income custom- 

At Hechinger, low prices are recognized as ers, mostly living in private homes. 


This modern store covers a wide 


= Bs : 
. . . fastener assortments are compactly boxed, each on 
slide-out board. 


Revolving Charge Is A Real ee 
aie At Hed ' With Revolving Charge ! 


Eoch month, o stetement will be mailed to 

you, eliminating guesswork cbout how much 

WHAT IT iS: you still owe. You moy pay es large a propor- 
tion of the belance as you like. 

Every convenience to make credit purchasing 
simpler and speedier, with repayment to suit you, where a chert indicates the minimum 
your own requirements, hos been built into monthly payment you must make to keep your 
Hechinger's Revolving Chorge Pian. This repre- account current. 4 copy of the chart appears 
sents still onother effort on the port of the below. 

“World's Most Ueuwsual Lumber Yord" to pro- The size of your installment depends upon 
vide you, our valued customer, with the most the highest amount you heve ever hod ovt- 
complete and convenient shopping service avai!- stending during a purchase period, and remains 
able anywhere. constant throughout until poid in full or od- 

justed. Remember, your monthly payments do 

Hechinger's Revolving Cheorge offers a new net reduce as your balance declines. : 
service that allows you or ony member of your your 
family to buy all your home and garden needs, balance is | #5 | $65 ated $920 | $132 
from a pound of nails to a form troctor or a You pey 
summer cottege, with no more effort than to manth 
soy “Charge it, please!’ No longer will it yeur up 
be necessery to put off making those importont 
repoirs and improvements cround the home. $12 | $99 | $04 | $95 | Ste 
Your “Revolving Charge” account permits you 
to undertake those little and big jobs and still 
stay within your budget. 


Simply consult the bock of the statement sent 


$5 | So) $7] $8] $9 | S10; $18 


. . . sales floor is laid out to encourage browsing and . . . revolving credit is merchandised with this package 
leisure shopping. stuffer. 
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(3) Conveniences: Hechinger warehouse. Average sale, $4-5. 


Turnover not yet determined. 
Rooftop parking for 40 cars, and ground level 


space for 20 more. (6) Management: Peter M. Payne, manager, 
Warm, 120 ft-candle lighting set at 42 in. and Jack Crane, assistant. Both are on the rise 

level. in Hechinger’s “promote from within” plan. 
Service and repairs on power mowers, appli- 

ances. etc. (7) Personnel: Total staff ranges around 40 
Three night openings a week for working persons. Half are students and others who work 

couples. on a part-time basis. 


New charge accounts cleared at checkout sta- 8) St hist Site of a f di ' 
(8) ore history: Site of a former discount 
tions in minutes. . ore ‘ 


house. Remodeling and design directed by 


(4) Competition: Sears Roebuck is directly architect R. S. McMillan of Architects Collabo- 

. across the street, a proven benefit. rative, Cambridge, Mass. 
(5) Inventory: About $65,000-75,000 at re- (9) Fixtures: S. A. Hirsh Mfg. Co., Skokie, 
tail, with many bulk items delivered from main Ill. © End 


range of merchandise and services 





. . . blooming garden attracts traffic to rear of store. . . . perforated paneling, 10-ft high, is all around the 
walls. 





“a 2 a we / 





ad AX, Gee 


. . built-ins, appliances, lighting are compact in 20 . . . display unit height is 60 in. giving store a spacious 
running feet. appearance. 
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pulled together to put 


Time: Dee. 
Place: Hag 
Firm: § 

Loss: 100 


business. In 
come back, st 
How? In the 





A $100, 000 blaze gutted this store, but the commu 


Os. ware back 


wee’ Hyen with insurance... 


competitors of} & fire can put you out of business 


Bros. Hardwa 
resume busin 


Many stores knocked out by fire never get going again, even 
when they are covered by insurance. Don’t let this happen to you. 
Here are ways you can protect your property and your business. 


“Me worry? [ don’t fret about fires because 
I’m well covered by insurance.” Have you ever 
said this about your business, when someone 
mentions fire? 

Many dealers are complacent about the horror 
of fire. They feel a good insurance policy is all 
that’s needed. Nothing could be further from 
the truth. 

The truth is that the average man has never 
looked ahead to the aftermath of a bad blaze: 
lost records, customers who learn to shop else- 
where, employees -who are temporarily put out 
of work. 

It’s no secret that close to half of fire-ruined 
businesses never get on their feet again. This 
same tragedy is true of storm and flood damaged 
enterprises. 

Firms that do manage to struggle to their 


feet are often wiped out within months or years, 
as a result of the permanently crippling effects 
of any major disaster: regular customers who 
have transferred loyalty, and the debts that lost 
records pile up in accounts payable and accounts 
receivable. 

What can you do to be on the safe side? 

How can you be better off than the store down 
the street if fire starts in your block of stores? 

There are two answers to this: 


(1) Fire prevention. 
(2) Fire protection. 
Neither fire prevention or fire protection, 


alone, is enough. You need both in large 
amounts. A dealer who eliminates or reduces 
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Markesan, Wis.—Fire re- 
cently gutted the Nehring | 
Hardware Co. and apart- 
- ments above it. Harry and 
,’ Earl Nehring operate the 
d, business. i 





hazards, then follows through with good pro- 
tection equipment that he knows how to use 
stands a much better chance for survival than 
his complacent business neighbors. 

It is legend, according to experts, that 90 
percent of all fires can be prevented, or con- 
trolled with negligible damage. In brief, the 
majority of costly fires can be blamed on care- 
lessness. 

Cigarettes and matches around flammable ma- 
terials rate high on the list of fire starters in 
hardware stores and warehouses. The easiest 
way to cure this ill is to ban smoking com- 
pletely. This can only be done if you allow em- 
ployees a smoking period out of doors, or set 
aside an area that is safe for smoking. 

In many cities, fire marshals have recognized 
the dangers of smoking around combustible 
items like paint, and posted city signs warning 
that smokers are subject to fines if caught in 
the act. 

Where it is thoroughly impractical to ban 
smoking (many customers won’t shop where 
they can’t smoke), see that ash trays or sand 
boxes are handy in all departments. That’s not 
all, for ash trays are only half a precaution if 
they are not emptied often. An ash tray full of 
bits of paper and butts is the worst kind of fire 
starter. 

Key locations for sand boxes for butts: 

® Paint, paint sundries, chemicals and 
cleaners. 

Paper and oilcloth storage. 

Mop, broom, brush displays and storage. 
Firearms and and ammunition. 
Receiving, shipping sections where waste 
is used as filler. 

® Repair sections where oils and solvents 

are used. 

Post your own no smoking signs in depart- 
ments that are unsafe. Tell customers in dan- 
gerous sections on sales floor that smoking is 
forbidden. Ask your local fire marshal to post 
signs. 

Another big cause of fire is trouble in electri- 
cal systems. While you’re not expected to be an 
electrician, there are numerous safety checks 
that can keep your store from becoming an in- 
ferno some day. 

Know the size fuse prescribed for your cir- 


DEALER BRIEFS: 




















Holmquist Hardware Rebuilds Fro 






m Ashes; 


cuit. Don’t use a larger wattage, and never sub- 
stitute anything for a blown-out fuse. If you 
aren’t sure of wattage or want to increase elec- 
trical load, call an electrician. 

Keep a close check on electrical units offered 
to you for counter display of merchandise. Often 
produced at minimum cost, these displays may 
overheat and endanger nearby flammable items. 
Look for “Underwriter’s Approved” tag. 

Never store flammable material near fuse 
boxes, electric displays, or multiple outlets. A 
single spark or shot of current may set your 
store ablaze. 

Never light Christmas lights or other elec- 
trical items in cartons for display. Always 
remove them from boxes. 

It’s wise to have a licensed electrician look 
over your system once a year. Few businesses 
have the drain on electrical power that a hard- 
ware store needs. 

Power tools, air conditioners, electrical de- 
partments, TV, and display lighting are just a 
few of the power hungry items that constantly 
put great demands on your circuit. When de- 
mand exceeds limits, blowouts and fire may re- 
sult, if you haven’t been taking steady precau- 
tions. 

A lot of fires begin around heating plants. 

A faulty furnace, flues, ducts, oil or gas 
burner, and wiring can send your store up in 
smoke. It’s just plain economy to have a thor- 
ough yearly heating checkup. A faulty furnace 
costs you money because it cannot burn effi- 
ciently. 

This checkup may also show numerous fire 
hazards that would lead to fire if left unchecked. 
Surveys have shown that more than 40 percent 
of all mercantile fires start in the basement. 

Only metals and masonry may be safely stored 
anywhere near a heating plant. Most building 
codes called for steel or masonry walls around 
the heater. Yet solvents, chemicals, and other 
combustible materials have been known to flare 
up, even though stocked several yards from 
heaters. 

Buckets of sand and one or more fire ex- 
tinguishers should always be near your heater. 
Inflammable materials should not be stocked on 
sales floor next to refisters or radiators. It 
doesn’t take much heat to set off ammunition 
or certain solvents. 






Window promotes 


Can a window display take the 
place of weekly newspaper adver- 
tising in promoting a weekly spe- 
cial in a small-town hardware 
store? 

Raymond Nichols, owner of Lima 
(N. Y.) Hardware reports that a 
window display can effectively pro- 
mote a weekly special. Mr. Nichols 
has been using this method of 
building store traffic for 53 weeks. 
Sales volume is up 15 percent. 

Mr. Nichols felt that ads in his 
weekly newspaper were not pulling 
traffic. Mr. Nichols shifted his ad 
budget to a special window display. 

Each week Mr. Nichols offers 
three merchandise specials. He dis- 
plays them in his windows and in 
the store. 

Many persons come to the store 
each week to see what is on spe- 
cial. The promotion is attracting 
lots of new traffic. 

“I’m not spending any more on 
these special deals than I did on 
advertising and J’m getting more 
business,” Mr. Nichols reports. 

“In fact, I’m spending time, not 
money, and time is money, too. We 
change windows each week and give 
more time to this work.” 

Mr. Nichols works with his 
wholesale suppliers and buys spe- 
cials on such items as rubber drain 
mats, whistling tea kettles, paint 
rollers and trays, funnels, sponges, 
-salt and pepper shakers. 

One week he sold a half gross of 
paint rollers and trays at 89¢. 

“T don’t lose money on specials 
‘but I sell them close,”” Mr. Nichols 
reports. 

“Few customers buy only a spe- 
cial item. They look around the 
store and buy other things. 

“While volume went up about 15 


6 


60 


weekly special 


percent our store traffic increased 
20 percent. That’s worth some- 
thing, too.” 

An important detail of offering a 
weekly special, Mr. Nichols points 


out, is the posting of a sign an- 
nouncing quantities on specials are 
limited. That statement appeases 
customers who come too late and 
find all specials are gone. ® End 


Instore display of weekly special being set up by store owner Raymond Nichols. 
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the greatest selling force 


\ S56 


in retailing history 
to help you sell 


products made of steel 


Mieres the selling message... 


Now United States Steel is launching 
the dynamic new STEELMARK Marketing 
Program to make more people than ever 
before prefer—and ask for— products made 
of steel! Striking 2-page, full-color ads in 
THE SATURDAY EVENING POST and 


TIME magazines are telling 21,000,000 
people every month of the fabulous new 
ways ° Steel lightens your work . . . brightens 
your leisure . . . widens your world.” This 


same powerful selling idea is being seen— 





and demonstrated—every month to 25,000,000 
responsive viewers of THE UNITED 
STATES STEEL HOUR television show 
And all this hard-hitting advertising features 
a new, colorful, smartly designed STEEL- 
MARK which can work hard for you at the 


point of sale ! 


Here’s the STEELMARK that sells... :' 


This is the new STEELMARK—the key 
link that brings all the excitement of the 
STEELMARK Program right into your own 
store! The STEELMARK on any product 
speaks volumes about the beauty, the color, 
the easy care and thoroughly modern styling 
that today’s steels make possible . . . these 
are the very qualities of steel people have 
been pre-sold on through U. S. Steel's con- 


stant, convincing advertising. 
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Here’s your timetable for STEELMARK advertising 4 


U.S. STEEL HOUR— 


luly ?. 16. 4): August 


| . _~ ,% \ 
Cieseoces wh 8 Fy Wt 


November 5, 19 


PIME— 


April 21; May 26; 

November 24: De 

+ SATURDAY EVENING POST \ 
7 I 


. ! 
November 8: December 6 


A pril 19: May 


Here’s the selling magic for you... 
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September 10, 24; October 8, 


sy 


1): July 28: August 25; September 


_— 


“= 


- August 9: September 13: October 11: 4 


Follow 1. SEND THE COUPON 
these fou r ste ps Get your free STEELMARK Kit. It gives you merchandise tags, stickers. 


window /wall banners, display and advertising ideas, ad mats, and other pro- 


. motional materials that will enable you to add the extra “‘sell’” of STEELMARK 
to selling success 


to the steel products you carry. Write toda) 
with the 2. USE THE FREE AD MATS 


‘Appliance | o - , Your kit gives you not only mats of illus- 
Specials owl Gaauitfef 
nek GIFTS - trations, headlines. and other ad elements. 
Stee 
but also shows some sample ways to use 


re ba < ° , 
fo FR oe GS FR A MV ~ o-t-Yourself _ Ss these elements to make your own STEEL - 


Pp ! —_ r . 
SPEC —(e BRIGHTEN YOUR MARK newspaper ads. Use these mate- 
Stee « 


mee at guaity Outdoor ‘living 


— rials; use your local newspaper to build 


BRre~ra™~ YOUR £8868 ; iy +> re - . - 
oe Tools a ey, store traffic. Sell the benefits that steel 
brings to your products sell the 
beauty, convenience, the fun that you can 


bring people with products made of steel 


FREE DISPLAY PIECES 


[he display materials in your STEEL- 
MARK Kit show how modern steels 
make your merchandise stylish, fashion- 
able, modern, and useful. Build STEEL- 
MARK displays around gardening, do- 
it-yourself, kitchens, gifts, appliances, and 
outdoor living. These are just a few ex- 
amples; remember, the STEELMARK 
Program works for you on any product 


made ot steel, any time of year 


4. USE THIS SALESMAN’S GUIDEBOOK 


Your free STEELMARK Kit even helps you stimulate your salespeople 
shows them “36 Ways To Close A Sale.”’ It gives them pretested sales points 


that they can use on customers. It lists the advantages of various types of steel 





and tells which products are usually made of these steels 
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STEELMARK PROGRAM 
United States Stee! 
Pittsburgh 3O, Pennsylvania 


Send me my STEELMARK Merchandising Kit. I understand this kit will include window / wall 
banners, merchandising tags and stickers, counter displays, ad helps, and detailed information 
on how I can make this great traffic-building promotion my own local promotion. 


RESERVE 


Name 


YOUR FREE 


Firm 


STEELMARK KIT! 
Type of outlet: || Department Store |) Hardware Store 


| Appliance Store _| Kitchen Dealer 
|} Other 


Address. 


City 


++ $4 $4 44° 4° +9 








Texas Wholesale Convention 





Texas wholesalers ask... 





What's the outlook for profits? 


Future profits will come from lower operating costs, not from bigger 


margins. Top management should do more planning, less detail work, 


distributors are told. 


How can the hardware whole- 
saler improve his efficiency and 
increase his profits? That was the 
big question examined at the re- 
cent meeting of the Texas Whole- 
sale Hardware Assn. 


The meeting, in Galveston, 
Texas, June 13 and 14, was held 
jointly with the annual meeting of 
the Texas Hardware 
Club, and attracted some 500 hard- 
waremen and their wives. 


soosters 


The business picture for Texas 
hardware wholesaling, according 
to executives attending the con- 
vention, was more optimistic than 
in most areas. Many houses re- 
ported a surprisingly good May, 





Among the officers and members of the 1958-59 executive committee of the wholesalers’ association are, left to right, 
Howard Weddington, secretary-treasurer; Elmo Beard, Tyrrell Hardware Co.; Jack Husbands, Morrow-Thomas Hard- 
ware Co.; A. J. Murray, Momsen Dunnegan Ryan Co.; Carl A. Johnson, Walter Tips Co.;: Franklin Flato, Corpus 
Christi Hardware Co.; and George H. Norsworthy, Schoellkop# Co. | 
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in a few instances above a year 
ago. June was reported to have 
also started off in a very encourag- 
ing fashion. 


A. J. Murray, of Momsen Dunnegan 
Ryan Co., the new president of the 
Texas Wholesale Hardware Assn. 





Officers of the 


Texas Wholesale 
Hardware Assn. 


elected June 14, 1958 


President 


A. J. Murray, 

Momsen Dunnegan Ryan, 
Co., 

El Paso 


Ist vice-president 


G. H. Norsworthy, 
Schoellkopf Co., 
Dallas 


2nd vice-president 


J. W. Barnes, 
Waco Hardware Co., 
Waco 


Secretary-treasurer 


Howard Weddington, 
Dallas 


Executive committee 


Carl A. Johnson, Walter 
Tips Co., chairman; R. C. 
Neeley, Amarillo Hard- 
ware Co.; A. J. Murray; 
G. H. Norsworthy; J. W. 
Barnes; J. Husbands, 
Morrow- Thomas Hard- 
ware Co.; Roy Willough- 
by, National Hardware 
& Supply Co.; Franklin 
Flato, Corpus Christi 
Hardware Co. 











How modern management tech- 
niques can be used by wholesalers 
to help solve some of their prob- 
lems, was described in a talk by 
Dennis Ford of the University of 
Texas. 

Mr. Ford told the meeting that 
future profits must come from 
more efficient operations. It will 
not come, he emphasized, from an 
increase in wholesalers’ margins; 
it would have to come from re- 
duced operating costs. 

The problem most wholesalers 
have, Mr. Ford said, was that they 
were so loaded down with detail 
work that they had no time to do 
the type of thinking and planning 
that was essential to running a 
profitable company. More work, 
he insisted, must be delegated to 
others and a formal plan be estab- 
lished for continually training men 
to take over the detail work in- 
volved in running a business. 

He described the ideal structure 
for a wholesale firm and outlined 
the duties and_ responsibilities 
that should be carried at the 
various levels of management. 
Mr. Ford’s talk evoked an exten- 
sive discussion of management 
problems. 

A straightforward discussion of 
“The Future of Arms and Ammu- 
nition,” by Dewey Godfrey of 
Remington Arms Co., was pre- 
sented at a joint meeting of whole- 
salers and Boosters. Mr. Godfrey 
predicted a continued expansion 
in the sales of both arms and am- 
munition and asked, in effect, who 
will sell this merchandise? 


tan 


Featured speaker at the joint session ° 


was Dewey Godfrey, 


Remington 
Arms Co. 


His company has always relied 
on hardware wholesalers as its 
primary method of distribution, he 
pointed out. However, he warned, 
other types of distributors are 
most interested in this field and in 
some cases are doing an outstand- 
ing job. 

However, in his opinion, the 
hardware distributor is still the 


Hubert Groves, of Fayette R. Plumb, 
Inc., the new president of the Texas 
Hardware Boosters Club. 





Officers of the 


Texas Hardware 
Boosters Club 


elected June 13, 1958 


President 


Hubert Groves, 
Fayette R. Plumb, Inc. 


Ist vice-president 
Frank H. Jordan, Jr., 
Lufkin Rule Co. 


2nd vice-president 


Wm. B. Hoofstitler, 
Russell, Burdsall & Ward 
Nut & Bolt Co. 


Secretary-treasurer 


Howard Weddington, 
Dallas 


Executive committee: 


C. A. Goldstrohm, Amer- 
ican Chain & Cable Co., 
chairman; Ray H. Young, 
Peterson & Lowe; E. 
Farrar, manufacturers’ 
representative; R. E. Cox, 
Sheffield Clark & Co. 
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Lift your sales up 
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UTILITY 
TABLES and CARTS 















@ At your service this season, the Cosco 
De Luxe Tray Cart. Its job: to move new 
customers into your store (it Aas for the 
many Hardware Stores handling it). . . and 
to move your sales figures up a substantial 
notch. The De Luxe Tray Cart stands 
294” high. Top and shelves 164” x 234”. 
Shelf clearances: top 9”, bottom 14”. Top 
lifts off for use as serving tray. Chrome 








plated or black enamel legs extended to 
form convenient handles. 3” casters. Cos- 












Model 8-W, shown, $15.95. Other 
COSCO Utility and Serving Carts 
to $20.95. ($16.95 and $21.95 re- 
spectively, Colorado and west. 
Prices are retail list.) 


COAT finish in charcoal, blonde or gray. 
But it’s just one of many best-selling Cosco 
utility tables and carts. Call your distribu- 
tor now to see the complete line! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 
and be sure to keep ample stock of 


these other COSCO sales makers LOCAL SERVICE—LIMITED INVESTMENT 


= Stock COSCO Serving Carts in any quantity. A national net- 
i; work of strategically located distributors assures you prompt 
ae delivery. You need not buy direct to get maximum mark-up. 
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EASY- TO-SELL | 
PROFITS 


CUP HOOKS 


One-Piece Durable 
6 sizes ('/."" 1'¥4"') in Nickel and 
Brass. h 
packed 
a box. 7%," 


oe 


popuicr colors 
plus Nickel and 
Brass 


/PEUTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50. 


Lacquered Brass, Nickel. 
Chrome or Bright lridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


Bright rustproof finish . . . 
4 popular sizes . . . boxed 
in an attractive counter 
display. Also available in 
bulk or packaged 
100 to-a-box in a 
complete range of 
thread sizes. 


Attractively finished and packed 

in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 
sizes. 


Jobbers: Write now for prices and cota- 
log sheets on GRC's full line of money-making hard- 
wore items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 

Dealers: See your jobber salesman for immediate 
delivery on these and other 


GRC hordwore items. &. 


. 


World's foremost producer of al die castings 
161 Beechwood Avenue, New Rochelle, N. Y. 
. NEw Rochelle 3-8600 
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Texas Wholesale Convention 





(Continued from page 66) 


Wholesalers ask 


What’s the outlook for profits? 


primary outlet and will continue 
to be so if the wholesaler will 
aggressively promote and _ sell 
arms and ammunition. 

Texas, Mr. Godfrey pointed out, 
is one of the best markets in the 
country for arms and ammunition. 
It has expanded at an enormous 
rate and will continue to expand. 
It is a market, he stressed, that 
well deserves the concentrated 
attention of hardware distributors. 

In addition to the meetings, both 
the Boosters and the wholesalers 


elected new officers. Jim Murray 
of Momsen Dunnegan Ryan Co., 
El Paso, was named to head the 
wholesalers, and Hubert Groves 
of Fayette R. Plumb, Inc., was 
elected president of the Boosters. 
A list of the new officers of both 
groups is given elsewhere in this 
report. 

The annual golf tournament was 
again a highlight of the entertain- 
ment program, attracting more 
than double the number of golfers 
that participated last year. 


New officers of the Boosters’ club are, left to right, 1st vice-president Frank H. 


Jordan, Jr.; 
president, Wm. 8B. Hoofstitler, 


president, Hubert Groves, Fayette R. Plumb, /Inc..; 
Russell, 


and 2nd vice- 
Burdsall & Ward Nut & Bolt Co. 
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HARDWARE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, 


* Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 


* All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


* Detailed descriptions of functions, applications, specifica- 


tions and estimating. 


This all-inclusive volume covers base 
metals, finishes, hinge requirements, 
lock functions, exit devices, door closing 
devices, lock security and keying, hard- 
ware installation, special type hard- 
ware for specific types of buildings, 
and safety precautions. Operating 
costs, financing, marking goods, other 
information necessary for efficient 


management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. 






WRITTEN BY AN EXPERT 
WITH 45 YEARS’ EXPERIENCE 
IN BUYING, SELLING 
AND MANUFACTURING 
BUILDERS’ HARDWARE 


C 
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234 pages, 
385 illustrations, 
size 8!/,"" x 11" clothbound 


Price only $8.00 


RECOMMENDED BY NATIONAL BUILDERS' HARDWARE ASSOCIATION 
AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 


—for experienced hardware men or students 


—how to set up a builders’ hardware department—and 


make it pay 
—how to read blueprints and specify jobs 
—how to cash in on replacement and follow up items 


—how to bring prospects into your store 


SS SSS SSS SSS SSS SSS SSS SSS SSS SKS SSS SSS STS SSeS ee ee, 


HARDWARE AGE, DEPT. A2 

56th & Chestnut Sts. 

Philadelphia 39, Pa. 

Please send me copies of HARDWARE AGE BUILDERS' HARDWARE 
HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 


the invoice in the amount of $8.00 per copy, plus 45 cents handling and 
postage. 


Check here if sending payment with order, saving you the 45 cents handling 
and postage charge. 


Se SSS SS SSS SSS BSS SBS SSSSSSZZeeZZeZeeeeaeeeereneueaneeznanaeacaueacanal 





Demonstration areas can be set up on regular sales room floor, such as this grouping of 
power mowers. 


Demonstrations... 


traffic builder for spring promotion 


How dealer moved Patio Carnival indoors when rains come down 


and makes success of week end open house to sell spring goods. 


Power tool demonstrations gets rapt attention 
of do-it-yourself customers. 


Spring is the time for outdoor work and play. 

Spring also is the time for hardware dealers to promote 
outdoor living with a Patio Carnival. This is what Lathrop 
Hardware, Lathrop & 20th Sts., Racine, Wis., did. 

Outdoors is the ideal place for such a promotion, if the 
weather co-operates. But April showers may interfere. 

Lathrop Hardware, headed by Kai Jensen and managed 
by Harvey Londre, planned a big outdoor living Patio 
Carnival demonstration last May 25. It was to be a two 
day event with many demonstrations, including power tools, 
outdoors. Many demonstrations were to be held indoors. 

What happened? 

It rained and hard. 

Mr. Jensen and Mr. Londre made a quick decision to 
move the whole Patio Carnival indoors despite limited 
display space. 

So effective was the widespread publicity, including radio 
and newspaper advertising, that 5000 persons came. Sales 
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A PROVEN SELLER...NOW BETTER THAN 
EVER! e Sno-Mover wins Hess Bros. National 
Award for Design and Versatility! e Improved 
new model features metal handle holder on 
block for extra durability and service! 








_ | 11'S A SNOW-BROOM 





The 
| “NEWEST 


elale 
HOTTEST 
item on the 
market! 


Udita 


2-WAY SNO-MOVER 


; NEW BROONM.IDEA TO SPARK NEW VOLUME 
: & BUSINESS! On one side, long, tough plastic 
‘ bristles to sweep away: snow. allem dgl-mear-lalell- 





and there's a 14” steel biade that bites into 
re and packed snow 





a 





NATIONALLY ADVERTISED! Featured in Good 
Housekeeping, on television and in newspapers. 


















ar ives > 
* Guaranteed by > 
Good Housekeeping 

%, * 


45 sovransen HD 





ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE EMPIRE BRUSHES, INC, port cHESTER N.Y 


Visit Empire at the Housewares Show; Booth 130-132-134. CEMPIRE) 
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Demonstrations... traffic builder for spring promotion 


were satisfactory, with a carryover 
buying impetus for a week or more. 

Demonstrations included barbe- 
cue grilles with free samples on 
buns, power tools, and paint. 

There was a color film on how 
ty care for piants and flowers. 

A lawn care expert answered 
questions. 

There was a free checkup on elec- 
tric razors. 


They buy in the rain 


Outboard motor experts and boat 
experts advised prospects and cus- 
tomers on motor and boat selection 
and care. 

From 100 to 200 customers were 
in the store at any one time despite 
a downpour of rain most of the day 
Saturday, and also Sunday morn- 
ing. 

Sales of bagged fertilizer, garden 
seeds, lawn seed and garden and 
lawn tools were up over a similar 
period of the year previous, show- 
ing effect of store traffic, even on 
a rainy day. 

During both days, despite rain 
for 75 percent of the day, Lathrop 
Hardware radio spots kept urging 
listeners to come to the Patio Car- 
nival. This publicity, despite bad 
weather, brought in sizable crowds. 


New traffic is a plus 


“One of the principal values of 
a sale and show like this is that 
it brings many new customers,” 
Mr. Londre said. 

“Customers get acquainted with 
the store and make shopping and 
buying connections. We knew we 
would move the whole display and 
demonstration inside if we had to, 
but we hoped we’d get a break on 
the weather. We didn’t and yet it 
turned out all right.” 

Bad weather does not always 
keep the cash register from wear- 
ing out gears if an event is pro- 
moted properly. ®End 
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(Continued ) 


Camp stoves and related lines get attention with indoor demonstration 


space. 


Outdoor cooking equipment captures 


interest of this housewife. 
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| New sales story! 





NEW | HAMPERS 


.. _ ALREADY OUTSELLING OTHER BIG-NAME BRANDS! Get the full story from 
Counselor—Booths 318-320-322 
National Housewares Exhibit 
July 7-11 

Atlantic City Auditorium 
Atlantic City, New Jersey 


One of America's most famous department stores displayed new Counselor 
ensembles side by side with other lines: The result was amazing. The new 
Counselor hampers outsold entrenched competition and four quick reorders 
were needed to cover the sales. It's been the same story across the country! 
Women have been captivated by the value built into Counselor hampers... 


increase unit sales with Counselor 
/, ' ; 7 
their exceptional strength, beauty of design and fine furniture details! Match-Mates. See other side. 


THE BREARLEY COMPANY + ROCKFORD, ILLINOIS °* World's /argest producer of bath scales 











~New scale story! 


CENTURY 900 


WEIGHS ACCURATELY ANYWHERE—EVEN ON RUGS 


This is the scale that puts the bath scale industry “on the carpet.” It's 
Counselor's remarkable new Century... the scale that weighs where 
other scales fail...on fluffy bath mats ...on bedroom carpeting ...on 
uneven floors. Dealers are enthusiastic about the sheer, slim Century 
for two big reasons. First, it's so easy to sel! with a simple rug demon- 
stration. And second, with Century, there are no more returns because 
of failure to weigh accurately on rugs and carpets. Only $7%* retail. 
*Slightly higher Far West 


Get the full story from 
Counselor—Booths 318-320-322 
National Housewares Exhibit 
July 7-11 

Atlantic City Auditorium 
Atlantic City, New Jersey 


Increase unit sales with Counselor 
Match-Mates. See other side. 


THE BREARLEY COMPANY + ROCKFORD, ILLINOIS °* World's largest producer of bath scales 
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Convention Check List 





September 
7-10 Mid-West 
wares Sh YA C 
8.9 Wolter H. Alle 
nual Stockholders 
Merchandise how, Dallas 


28-Oct. | Nationa 


cr —teahatata nit 
£ ~ UU 


28-Oct. 3 Independent Hardwors 


ry N e W Ye re 


29-Oct. 3 Nat 
October 
5-8 








National Events 


American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardware Assn., Oct. 
5-8, Atlantic City, N. J. Head- 
quarters Marlborough - Blenheim 
Hotel. Arthur L. Faubel, AHMA 
secretary, 342 Madison Ave., New 
York 17. Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3. 


Associated Fishing Tackle Mfrs. Trade 
Show, July 27-30, Sherman Hotel, 
Chicago. Sponsored by Associated 
Fishing Tackle Mfrs., 430 Bond 
Bldg., Washington 5, D. C., John 
M. Holmes, secretary-treasurer. 


Associated Locksmiths of America 
National Convention & Trade Show, 
July 19-21, at Hotel Sherman, Chi- 
cago. Sponsored by Associated Lock- 
smiths of America, Inc., 110 E. 59th 
St., New York 22; Mrs. Lee Rog- 
non, secretary. 


National Builders’ Hardware Conven- 


tion, Sept. 28-Oct. 1, Chicago. 
Headquarters and exhibition Hotel 
Sherman. Exhibition Sept. 29-Oct. 


1. Sponsored by National Builders’ | 
Hardware Assn., John R. Schoemer, | 
managing director, 515 Madison | 
Ave., New York 22, and American 
Society of Architectural Hardware | 
Consultants, George P. Merrill, ex- | 
ecutive secretary-treasurer, 220 “E” | 


St., Santa Rosa, Calif. 


National Hardware Show, Sept. 29- 


Oct. 3, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, director. 


National Housewares Exhibit, July 
7-11, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 27-31, Conrad Hilton 


Hotel, Chicago. Sponsored by Na-| 
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Fast tutnover 
valiale talcMmatolaat- repair 
product that fixes © 
eo}g-toadier-tih’, Tab asaliare 


Plastic 
Steel 





NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


ind =a =e it-Je)t-4\s-me- tale 


Sales aids available 


e)-10)-1- 4-10) Zee) - 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


OO —talelletesi me tig-i-t | 
Danvers, Mass. 











for STEEL, 
ALUMINUM 
or WOOD 


CASEMENT WINDOWS 


Shuford’s Casement Window 


Weather Stripping 


@ EASY to SELL! 
@ EASY to USE! 


ExePusive design makes it sure to seal! 


Now your customers can weatherstrip their own 
casement windows economically, easily, quickly! 


DO-IT-YOURSELF KIT 
contains 18-foot strip complete 
with adhesive and instructions. 


Made of 100% virgin vinyl, Shuford’s casement window 
weather stripping won’t crack or peel, stays pliable no 
matter what the weather. Resistant to moisture. Seals 
out drafts, dust and noise, cuts fuel bills, does not inter- 
fere with window operation. Gray color. 

Attractively packaged kits come packed 12 to carton, 
12 cartons to shipping container. Also in 500-ft. reels for 
sales by the foot. For high profits, quick sales, stock 
and display Shuford’s Casement Window Weather 
Stripping NOW! 


Order from your dealer, or write 





CLOTHES LINES »« TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e« WEATHER STRIPPING 








Convention Calendar 





(Continued ) 


tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 
4, Ind. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 5-8, Atlantic City, N. J. Head- 
quarters Marlborough - Blenheim 
Hotel. Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3. Arthur L. 
Faubel, AHMA secretary, 342 Mad- 
ison Ave., New York 17. 


Regional Events 


Walter H. Allen Co., Inc., 24th An- 
nual Stockholders’ Meeting & Mer- 
chandise Show, Sept. 8-9, at Baker 
Hotel, Dallas. Company offices are 
at 6210 Denton Drive, Dallas 35. 


American Hardware Supply Co., 41 
Terminal Way, Pittsburgh, Gift and 
Fishing Tackle Show, Aug. 18-29, 
at company warehouse. 


Hardware Wholesalers, Inc., Nelson 
Rd., Fort Wayne, Ind., Annual Con- 
vention & Stockholders’ Meeting, 
Oct. 21-23, at company warehouse. 


Long-Lewis Hardware Co., Fifth Ave. 
North at Ninth St., Birmingham 2, 
Ala., Wholesale Trade Days, Aug. 
11-14. 


Mid-West Hardware & Housewares 
Show, Sept. 7-10, Navy Pier, Chi- 
cago. William B. Moody, show man- 
ager; William F. Ewert, operations 
manager, 1451 Merchandise Mart 
Plaza, Chicago 54. Sponsored by 
Illinois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 


Moore-Handley Hardware Co., 27 S. 
20th St., Birmingham 2, Ala., Mer- 
chandise Marts, Aug. 4-9, at Mobile, 
Ala., and Nashville, Tenn., branches, 
and Aug. 11-16, at Birmingham. 


Our Own Hardware Co. Summer Con- 
vention & Stockholders’ Meeting, 
July 21-23, at company offices and 
warehouse, 618 N. Third St., Min- 
neapolis. 


West Coast Housewares Show, Aug. 
3-6, at Western Merchandise Mart, 
1355 Market St., San Francisco. 
Sponsored by Western Housewares 
Assn., Western Merchandise Mart, 
1355 Market St., San Francisco 3. 


Wimberly & Thomas Hardware Co., 


COTTON & RAYON YARNS e EXTRUDED PLASTICS Inc., 1809 First Ave. South, Bir- 


mingham, Ala., Wholesale Trade 
Days, Aug. 11-14. 














2594 World's Largest Manufacturer of Cotton Cordage 
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High-Profit Items! 
Merchandised to 


SELL ON SIGHT 


with these Self-Selling Displays ! 





eS 


Automatic 


SPONGE 
MOP 


Model 51 
$495 





Quickie Mop Display Unit 
Order No. 51-DC Special 


Contains: 6 #51 Quickie Automatic Mops 





Oe ee ON... 6c vir cauwseouei $29.70 

2 #541R Sponge Refills @ $1.79 each 3.58 
1 #541W Woaxer Refill @ $1.79.... 1.79 
TOTAL RETAIL VALUE.......... $35.07 
Dealer's Cost @ 40% discount...... 21.04 
DURE OS PROFIT... wc ccccacc: $14.03 


Shipping Wt. 20 Ibs. 
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Automatic WAXER 
and Polisher 


Model 71 


Quickie Waxer Display Unit 
Order No. 71-DC Special 


Contains: 6 #71 Quickie Waxers & Polishers 





ae $23.70 

2 #71R Waxer Refills @ $1.79 each.. 3.58 
TOTAL RETAIL VALUE.......... $27.28 
Dealer’s Cost @ 40% discount...... 16.37 
DEALER’S PROFIT............. $10.91 


Shipping Wt. 12 Ibs. 


fol toll o)(-ti- Maoh iellolelti-MeoliloMl lalate gat i- 


QUICKIE MANUFACTURING CORPORATION : 





Viel ism.@) aielde MSc -1-t 













Model 41 Now Only $995 reg. $3.95 





SPECIFICATIONS 
Chromium-plated with nylon rollers. Big 
DuPont cellulose sponge, 3%"’ x 8’’. 
| piece handle, 48°’ long. 6 to carton. 
“¥t. 14 Ibs. 


ALL 3 QUICKIE PRODUCTS 
GUARANTEED 5 FULL YEARS! 


Refills Always Available! 






Milliele(-tislalte yay Pa. 





NEW! 


HEAT-RESISTANT 


PATIO PACK 


Here’s the outdoor-living item your customers have been waiting 
for! It’s Anchor Hocking’s brand new milk white Patio Pack 
that’s packed with sales appeal—that’s ideal for your operation! 

It includes four jumbo-sized steak platters and four tall 12 oz. 
patio cups with real man-sized handles. It has the same 
qualities as nationally-advertised Fire-King Ovenware — 

it won’t discolor, stain or absorb odors. Piping hot foods 

won’t affect it because it’s heat-resistant! And it washes easier 
and cleaner than any other type of ware. 


The new Anchorglass Patio Pack comes in a full-color, 
eye-catching, sales-catching carton! And it’s priced to appeal 
to everybody — about $3.00 retail! Its high mark-up gives 
you profit aplenty with each sale. It offers you many 
opportunities for tie-in sales, too! 


Ask about the new Anchorglass Patio Pack the next time 
you see your jobber. Discover for yourself why hardware stores all 
over the country are ordering them to boost sales and profits. 


Thin kind. of wane, is your. kind. of merchandiae, 


Now...more than ever... 


ANCHORGLASS 


makes you money...makes you friends 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 


Visit us in Booths 1830-1832 and 1834 in the Ballroom, Na- 
tional Housewares Exhibit, Auditorium, Atlantic City, 
N. J., July 7-11. 
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(Continued from page 15) 
ner line will include this white and 
silver-blue anniversary model to 
sell at $9.95 with full retail 
mark-up. It has features of the 
$14.95 Vac-Aid including Viso-top 
plastic window, moving combs. 
Orders taken until July 31, ship- 
ments between Aug. 10 and 25. 
E. R. Wagner Mfg. Co. 


For more data circle No. 14 on postcard, p. 85 


Lightweight caulking guns 


Made of aluminum to reduce 
weight, the Calbar Alumilite caulk- 





ing gun is offered in the 10-in. bar- 
rel model 32A and 14-in. barrel 
model 45A professional models. 
Both types can be used with cart- 
ridges or with bulk caulk. Calbar 
Paint & Varnish Co. 


For more data circle No. 15 on postcard, p. 85 


Neoprene vent flashing 


Mono-Flash neoprene roof vent 
flashing is offered in three stand- 
ard types for use with a non-hard- 
ening caulking compound. Type A 
is for flat roofs; type B for roof 
pitches of 3-12, 4-12 and 5-12; and 
type C for pitches of 8-12, 9-12 
and 10-12. Types A and C are of- 
fered only in 4-in. pipe size, type 
B in 3 and 4-in. pipe sizes. Monarch 
Rubber Co. 


For more data circle No. 16 on postcard, p. 85 


Garden and tree sprayer 


This Smith Speedex garden and 
tree sprayer throws a positive, 








powerful spray on any _ stroke 
downward, upward, or any angle. 
It is of sliding pump type with 
slight adjustment of nozzle provid- 
ing fine mist spray or coarse long- 
distance spray. Fits pail, bucket or 
barrel for easy use. D. B. Smith & 
Co. 


For more data circle No. 17 on postcard, p. 85 


Jute plug anchoring device 


The Arro line of masonry an- 
choring devices now includes a 
braided fiber anchor with lead core, 
available in a wide range of sizes. 
They are for easy insertion of 
wood, sheet metal or lag screws 
which expand the fastener. These 
plugs are for fastening light work 





or where small diameter hole is re- 
quired. Arro Expansion Bolt Co. 


For more data circle No. 18 on postcard, p. 85 


Three-way jet pump line 

A % and a 1 hp model auto- 
matic, self-priming jet pump for 
shallow and deep water wells are 
offered as part of the 3 Way jet 
pump line. Pumps deliver up to 








1200 gal of water per hour, pump 
as deep as 120 ft. Designed for suc- 
tion lifts up to 25 ft. Easily con- 
verted from shallow to deeper 
pumping applications with detach- 
able jet assemblies. Clayton Mark 
& Co. | 


For more data circle No. 19 on postcard, p. 85 


Welded wire egg baskets 


The Androck line of wire egg 
baskets now includes No. 2015 for 





























15 dozen eggs and No. 2010 for 10 
dozen eggs. Round baskets have 
welded mesh coated with yellow 
vinyl plastic which is easily 
washed. Baskets have raised cen- 
ters in bottom to prevent rolling or 
movement of eggs. The 14-in. max- 
imum top diameter fits various 
round-tank egg washers. Wash- 
burn Co. 


For more data circle No. 20 on postcard, p. 85 


Spin-cast fishing reels 


Anglers who want a low price in 
enclosed face, spin-cast reels will 
want the Savage and Classic mod- 
els. Model 910 Savage lists at $9.95, 
is a 7-oz model, has radial-type ad- 
justable drag and lever-type line 
pick-up device, all-metal spool, ven- 
tilated cover for line drying. Plas- 
tic push-button and handle grips, 
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Easiest way in the world to 


kill crabgrass! 


New Pre-mixed DMA 
Antrol Hose-Spray 











No expensive sprayer to buy— 

no measuring, mixing, or muss! 
Ready-to-use Disodium Methyl Arson 
concentrate with own “spray cap”! 


To 


“e 
S 


x 


Nothing gets ‘em like 
ANTROL ANT TRAPS! 
Ant problems? Get the best! Get rid of whole 
colonies of sweet or grease-eating ants with 
Antrol Ant Traps! Contains Thallium. Effec- 
tive indoors and out. Pet-proof. Only 69¢ for 
3 traps 

Protect your flowers with the best! 


Antro! Rose Bomb. Multi-purpose. Push- 
i nd Captan— 


Be ready to Sell 
ANTROL HOSE-SPRAY 


Cn we 










In less than 10 seconds this widely acclaimed DM 
Crabgrass Killer Hose-Spray is ready to use. Not 
ing to mix or measure—just attach to hose al 
spray. Fingertip control lets you aim at trout 
spots or do a whole lawn. You get 
mixture for effective sprays 

Nothing wasted 
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in AMERICAN HOME 
SETTER HOMES & GARDENS 
FLOWER GROWER 
POPULAR GARDENING 


and garden sections of 
leading newspapers 
ANTROL® 


HOSE-SPRAY 
.@ fine high-profit 
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Boyle-Midway 





vegetables 

_f 
Thrifry 1b. pkg 

im water for for 














Easiest wa 
Yy in the 
- world to 


kill 










Dichondra, ete 5 ~ freee 


hen to 2500 aq. ft 
available. ean refills 
Get this Cra 
today. Also 
Malath . 
Insect Kille 
ler 
Soil Insec d e 
, t Killer. 
Weed Killer. wets £.4-D 
ANT TROUBLEs ; 
;? 
c 


Vet Ant 
is T+ Traps. Rait 









bgrass Killer 
use An 





etho, ’ 
rych ~ 
; Ch “a “arden 


























uster 
Tuits, sh . 
b rubs. 
fOr efile or ta 2 















- Slag 


hot ’ an 
CHLORDANE 


2 
5 
3 












HARDWARE AGE, JULY 3, 1958 


LOS ANGELES, CALIF. + 
BROOKLYN, N.Y.* CHICAGO, ILL. * CANTON, OHIO + CHAMBLEE, GA. + CRANFORD, N. J. « SEATTLE 
» N.J. » WASH.*+ DALLAS, TEXAS 
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precision-cast alloy drive gear and 
antireverse crank are other fea- 
tures. Model 920 (Classic) is not 
shown. At $12.95, it features more 
refinements. Bronson Reel Co. 


For more data circle No. 21 on postcard, p. 85 


improved model vise 

Jaws opening to 3%% in. are on 
the model 725 vise. Pipe jaws will 
hold % to %-in. pipe. Vise swivels 
through 200 degrees and base fast- 
ens securely to bench with four 
screws. Made of high tensile gray 


iron, carefully machined and fin- 
ished. It is one of eight models 
enameled in hammered silver gray 
finish. Milwaukee Tool & Equtp- 
ment Co. 


For more data circle No. 22 on postcard, p. 85 


Nails offered in 51 colors 


Nails are offered in 11 stock col- 
ors and in 40 non-stock colors in 
the Maze line. Siding nails are 
Stormguard treated, double-dipped 
in molten zinc. Nails have check- 


82 


ered heads to hold paint better and 
to break up light reflections. Packed 
in 5-lb cartons. Checkered head 
specialty nails in same colors for 
pre-finished drywall, hardboard and 
plywood paneling in 1, 5 and 50-lb 
bulk cartons. W. H. Maze Co. 


For more data circle No. 23 on postcard, p. 85 


Single lever kitchen faucet 
These single lever kitchen faucets 

fit all three-hole sinks with pedestal 

soap dish optional when used on 





four-hole drilling sinks. Dripless 
operation, pressure balance and 
shut off with pressure are features. 
Moving parts interchangeable with 
Gyro single lever mixing faucets 
and valves. Gyro Brass Mfg. Co. 


For more data circle No. 24 on postcard, p. 85 


Tank mounted water system 


The Topper line of tank-mounted 
water systems is offered in three 
shallow well and two deep-well 
models with capacities to 800 gal 
per hour. Units come with pump, 


tank, air control, pressure gage, 
pressure switch and regulator and 
proper ejector assemblies. Prices 
for packaged system start at 
$121.75. F. E. Myers & Bro. Co. 


For more data circle No. 25 on postcard, p. 85 


Rake with sweep action 


Here’s the Green Thumb Swiv’] 
Sweep rake which rakes like any 





t; ; 
Beeeeeeeoees th am 


other lawn rake when handle is set 
straight and sweeps when handle is 
adjusted to right or left. In latter 
position teeth are kept parallel to 
ground to sweep leaves and litter 
away from user’s feet. Union Fork 
& Hoe Co. 


For more data circle No. 26 on postcard, p. 85 


Double cylinder dead bolt 
Key-operated from inside or out- 
side this dead bolt is available in 
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six finishes; polished brass, dull 
brass, dull bronze, polished chrome, 
dull chrome or anodized aluminum. 
Western Lock Mfg. Co. 


For more data circle No. 27 on postcard, p. 85 





















Click-type shotgun choke 
This Lyman shotgun choke for 
field shooting as well as skeet, fea- 
(Continued on page 88) 
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An eye-opener...and a sales-closer! 
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... cheerful, sunny pattern...equally at home 
in modern or traditional decor...designed to move 
in volume profitably... at popular Decoware prices 


Your customers will love Copper Cattails 
modern look of elegance, usually found 
only in much more expensive housewares. 
We've styled this distinctive pattern in the 
modern manner to appeal to modern tastes, 
yet it harmonizes with both modern and 


traditional decor. Gleaming silver and cop- 
per trim are true metallic colors because 
high grade tin plate is used. Get in on the 
latest trend in modern houseware fashions 


... with Copper Cattails. Call or write for 
details, today. 


CONTINENTAL€ CAN COMPANY 


Eastern Division: 530 Fifth Ave., New York 36 
Central Division: 135 So. La Salle St., Chicago 3 


Pacific Division: Russ Building, San Francisco 4 











We Make 
Them All 


When you need standard fasteners, 

regardless of diameter or length, 
Bethlehem is ready to serve you. 

We make standard bolts and nuts 

in thousands of sizes. They’re all 
top-quality fasteners, and in good 
supply, with same-day delivery 

on many items. 





















BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
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Be sure to write name 
and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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76 
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BUSINESS REPLY CARD _— 

Ne postege necessery H meiled in the United States — 

POSTAGE WiLL BE PAID 8Y re 

HARDWARE AGE ow 

Post Office Box 60 ee ae 

Village Station oem 

NEW YORK 14, N. Y. pense 

Postcard valid 8 weeks only. After that use own letterhead fully describing Item wanted. 7/3/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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FIRST CLASS 
PERMIT NO. 36 


New York, N. Y. 
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Postcerd valid 8 weeks only. 
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is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


Here 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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After that use own letterhead fully describing Item wanted. 









































Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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PERMIT NO. 36 


New York, N. Y. 








BUSINESS REPLY CARD 


Ne postage necessary if mailed in the United States 





POSTAGE WiLL BE PAID 8Y 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 




























7/3/58 
A big help for busy deal- 
Use this card for free 
information on new prod- 
ucts described in this issue. 
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PIZZA PIE PROFIT 


Novel, practical, tested and approved by 
Pizza bakers. Thousands of pizzas cut 
easier, faster. Big 2” double sharpened 
stainless steel blade plus safety guard. 
Free wheeling blade on bearing glides 
blade through pizza. Merchandised to 
sell. Handles in 3 colors, red, yellow and 
green. Individually carded on green and 
lavender cards. Self-serve display — 4 
each color on beautiful wire rack with big 
identification card. Order now for Sum- 
mer biz. Good plus profit item. 


Retail Each $ 1.59 
List Per Dozen 19.08 
Dealer Profit Per Dozen 7.63 
Dealer Cost Per Dozen 11.45 


Wire rack free, packed ready for display 
in corrugated container. Send orders to 
Hyde Mfg. Co. with name of wholesaler. 





HYDE MFG. CO., SOUTHBRIDGE, MASS., U.S.A. 
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HOUSEWARES ITEM 
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for use with flexible plastic pipe 













































INSERT THREAD ADAPTER 


Generous over-all length 
of shank 


Item NO. 25AN 
Threads are the maximum diameter 


of this improved adapter that fits 
wherever space for pipe. 
Any wrench fits the multiple flots. 


there's 


Improved positive- 
=~ sealing threads 


to allow for 
2” of clamping space 
Shoulder protects threads = 
from wrench damage 











Better flow 
characteristics 


Improved thread guide gives 
immediate engagement 





































































































These new streamlined fittings are made 
of Du Pont Zytel® nylon by Yardley in 
accordance with the highest quality 
standards. With Yardley’s tough cor- 
rosion-proof nylon fittings that resist re- 
peated impact blows of 42 ft.-lbs., there 
is no longer a need to stock metal fittings. 


j ‘ines 


cata 


bite) Bmieltic . 


It’s an improved line of fittings that lets 
you reduce inventory. 


Yardley insert-type fittings, for use 

with flexible polyethylene pipe, are avail- 

INSERT TEE , <7 waz aver 
tem No. 35AN able in sizes ranging from 14” to 2”. 
They are also available in high-impact 
INSERT ELL ¢ 
Item No. 36AN 


INSERT COUPLING 
Item No. 24AN 


styrene, approved by the National Sani- 


tation Foundation. 





























MAIL COUPON FOR MORE INFORMATION 
Yardley Plastics Co. 
| 142 Parsons Ave., Columbus 15, Ohio 
Please send complete details about Yardley improved plastic 
| fittings. | 
Name . iiaieias 
Company pa cits asia . 
| Address i | 
City Zone___ State | 


YARDLEY cauproved 
NYLON INSERT FITTINGS 








(Continued from page 82) 





tures click adjustments for quick 
setting at full, modified or open 
choke position. Available for use 
on 12, 16 or 20-gage single-barrel 
guns, this choke may be purchased 
alone or with a recoil chamber, as 
illustrated. Lyman Gun Sight Corp. 


For more data circle No. 28 on postcard, p. 85 








Aerosol spray shellac 

Designed for use by home own- 
ers, hobbyists and sportsmen’s use 
is Bulls Eye spray shellac in 16-o0z 
aerosol spray cans. It may be used 
for retouching worn spots in floors, 
thresholds, door saddles and stair 


treads. This shellac may be applied 
over varnish, lacquers, sealers or 
other common floor finishes. Wil- 
liam Zinsser & Co. 


For more data circle No. 29 on postcard, p. 85 


Rectangular electric heater 


Model 9C1 Instant Heat radiant 
heater in new rectangular design 
lists at $13.95. It is finished in 
rose-beige with extra-large curved 
heat reflector. It has tip-over safety 
switch, extra-long heating element, 
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“NAME ME...and you may win 
a 1958 Ford Ranchero pick-up truck 
...and a Zenith Transistor Radio! 
Contest closes midnight July 31,1958, 
so hurry... hurry... hurry!” 





; S&S ZENITH TRANSISTOR RADIOS will 
be awarded in each region shown on 
map. 
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“It’s easy! Just 
NAME ME!” 


PLASTIC PIPE CONTEST 


W442 ly 


, 


FOUR 1958 FORD RANCHEROS 








WHO'S ELIGIBLE: 


Anyone in the United States who buys 
pipe of ALATHON® 25 polyethylene resin 
from jobbers or distributors and sells to 
users. This includes retailers, plumbers, 
well drillers, etc. 


HERE’S ALL YOU DO: 


1. Detach official entry blank on your cur- 
rent shipment of pipe made of ALATHON 
25 manufactured by Anesite Company, 
Crescent Plastics, Inc., Franklin Plastics, 
Inc., Plastic Pipe & Tube Div., Plastic 
Process Company, Republic Steel Cor- 
poration and Yardley Plastics Company. 
(If you are not stocking pipe of Du Pont 
ALATHON 25, ask your jobbers or contact 
any of the manufacturers mentioned to 
learn how to get in on this exciting 
contest. ) 

2. Choose a name for the pipe character. 


3. Fill out and mail the self-addressed 
entry card. Entries must be postmarked 
by midnight July 31, 1958. 


HOW THE CONTEST WORKS: 


Enter as often as you wish. Submit one 
name only on each official entry card. 
All entries must be submitted in your 
own name, but that doesn’t mean you 
can’t get some help in thinking of the 
names. Why not make this a family 
game? Ask the wife and kids to join 
you in suggesting names. You'll be sur- 
prised at how many names you can think 
of in only a few minutes. You don’t 


have to limit the name to one word, 
either; use two or even three. 

Prizes will be awarded for the best 
names received from each region shown 
below on map. Judging will be by an in- 
dependent organization, on the basis of 
originality and aptness of thought. If 
more than one person submits the win- 
ning name, duplicate prizes will be 
awarded. Decision of the judges will be 
final. No entries will be returned. All 
entries and ideas therein become the 
property of E. I. du Pont de Nemours 
& Co. (Inc.) to be used as it sees fit. 
WINNERS WILL be notified by mail as 
soon as possible after contest closes. A 
list of winners will be sent to any con- 
testant requesting same and enclosing a 
stamped, self-addressed envelope. 

Five winners have been chosen from 
each region in each of the four contests 
which closed March 31, April 20, May 
11 and June 15, respectively. An addi- 
tional five winners from each region will 
be chosen in this contest which started 
June 16 and closes midnight, July 31, 
1958. After this contest, winning entries 
will be judged for grand prizes, and a 
Ford Ranchero will be 
awarded for the best 
entry in each of the 
four regions. 

Contest is subject 
to federal, state, 
and local regu- 
lations. 





There is a difference in flexible plastic pipe . . . specify quality pipe made of ALATHON 25 


CONTEST CLOSES JULY 31, 1958 
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BETTER THINGS FOR BETTER LIVING . .. THROUGH CHEMISTRY 
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FELTOID TIPS 
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$3 









on sight 






































Add another salesmaker to your traffic- | 


building line of Bassick Casters and 
floor protectors. 

Feltoid tips now come in a new see- 
through, sales-suggesting package for 


each set of four. Highest quality felt | 


bases protect highly polished floors and 
furniture surfaces. 

Your customers can use plenty of 
them—on light furniture, end tables, 
radio cabinets and other accessories— 


anywhere there’s a highly polished floor | 


or table surface needing protection. 





Other profitable floor protectors it 
pays to display are shown above. At 
left are Bassick rubber-cushion glides 
for furniture legs. At right is the No- 
Mar furniture rest for heavier furniture. 
The Bassick Company, Bridgeport 5, 
Conn. In Canada: Belleville, Ont. s.14 


Bassick 


Ot OF EAXCELLENC! 






















WHAT'S NEW 











@ For more information 
on these products and 
services use free post 
card on page 85. 





tilt mechanism and closely-spaced 
protective grill. Features Speedi- 
Glo heating element. Reflector can 
be tilted up or down. Toastmaster 
Div., McGraw-Edison Co. 


For more data circle No. 30 on postcard, p. 85 


Woodworking attachment 

Here’s a woodworking’ lathe 
which can be used as a radial-arm 
accessory tool, or as an individual 
tool in an existing workshop. When 
used as a DeWalt power shop ac- 
cessory tool, the lathe is easily 
mounted to machine table top. Com- 
plete weight, including base, is 





only 30% lb. DeWalt Div., Ameri- 
can Machine & Foundry Co. 


For more data circle No. 31 on postcard, p. 85 


All-metal serving cart 

The Cosco serving cart com- 
bines rich dark tones of walnut 
with brass in the model 83-G all- 
metal model. Two other color styl- 








ings are available for shelves. Cart 
is 29% in. tall and has 16% in. 
space between shelves. Shelves are 





1712x27 in. Cart rolls on 3-in. cast- 
ers. Lists at $19.95 east of Rockies. 
Hamilton Mfg. Corp. 


For more data circle No. 32 on postcard, p. 85 


Reversible ratchet wrenches 


K-D has a new set of reversible 
ratchet box wrenches sold individu- 


















































ally, or as sets of 3, 4 or 5 wrenches 
in a white plastic kit. They are 
offered in 10 popular size hex open- 
ings from 4 to “s in, Each wrench 
is made with two popular size com- 
binations. Wrenches have ratchet 
teeth closely spaced to permit short 
stroke in tight working conditions. 
K-D Mfg. Co. 


For more data circle No. 33 on postcard, p. 85 


Low-cost basement shower 

This low-cost basement shower 
for general family use is complete 
with 30 in. diameter rustproofed 
aluminum shower ring and fixtures, 
9x6-in. opaque viny! plastic curtain, 
chrome on. brass, non-clogging 
shower head and bracket for instal- 
lation. List $12.95. The same com- 
pany offers a portable outdoor 
shower with swivel head for opera- 
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tion in any direction, list $3.98. 
Forest Specialties Co. 


For more data circle No. 34 on postcard, p. 85 


An electric pipe chuck 

The Beaver Electrimatic chuck 
eliminates manual chucking, and is 
offered as optional equipment on 
the Model A or Speed-O-Matic pipe 
and bolt machines. User flips 
switch to make jaws instantly grip 
pipe or rods. Range ‘4% to 2 in. 
Operates forward or reverse, All 





wearing parts are made of hardened 
tool steel. Beaver Pipe Tools, Inc. 


For more data circle No. 35 on postcard, p. 85 


All-weather door mats 

Color is a feature of the Rubber- 
maid door mat for all-weather use 
in a modern home entrance. It has 
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sturdy, catch-all grid design with 
red and white diamond inserts 
spaced in black or gray background. 
Offered in two sizes 18x28 and 
2114x35\4-in. Rubbermaid, Ine. 


For more data circle No. 36 on postcard, p. 85 


Positive floor drain valve 
Flood-Check is a floor drain valve 
to protect basements from damage 
caused by flooding from backed-up 
floor drains. It is unaffected by lint, 





dirt, scum, etc., flowing into drain. 
List price $24.95. Hally Mfg., Inc. 


For more data circle No. 37 on postcard, p. 35 


Lobster motif gelatin mold 


For the housewife who likes un- 
usual designs this copper-color alu- 
minum lobster motif gelatin mold 
may be used for making gelatin 
salads and desserts. It can be used 





as a wall plaque. This 24-o0z capac- 
West 


ity mold retails for $1.35. 
Bend Aluminum Co. 


For more data circle No. 38 on postcard, p. 85 


Tapered stem toilet ball 


The Johnny Stop toilet tank ball 
seats on an entirely new surface 
and comes down on top of drain 
up after 


valve. It cannot hang 
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Patent Penaing 
‘ New! ‘The 
EXTENSION LADDER 
t with the 
; STEPLADDER STEPI"’ 
t Easier to work on, 
t less tiring. These 
‘ Wide-Tread Straight 
‘ ' end Extension ladders 


have reeded 2'/," 
step-rungs welded toe 
1-Beam channel 

side rails . . . inter- 
locking sections for 
safety and sliding ease. 
: Equipped with rope, 
pulley and specicily- 
designed locks. 


URER® 
KUOWY 


: -World’s most compiete 
metal ladder line 


Outlast outperform other ladders. 


* So light a 40-ft. ladder can be easily 
handled by one man 

* Stronger than any other metal ladder, 
pound for pound 

* Precision engineered 

¢ Fireproof, rustproof, corrosion and shock 
resistant 

* Non-magne*tic, non-smudging, non 
sparking 


Write for full information, catalog xd 
prices on complete ladder line, and other 
household products. 


HITE METAL ROLLING 
« STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, WN. Y. 
“Plants: Warsow, Ind., & Brooklyn, N. Y. 
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flushing because of built-in uni- 
versal seating action making exact 
lift rod alignment unnecessary. 
Made of bronze, polystyrene and 
neoprene. Kinnard Sales. 


For more data circle No. 39 on postcard, p. 39 


Epoxy resin repair kit 
Duro-E-Pox-E Chemsteel chemi- 
cally welds, seals, solders and fills 




































without use of tools, heat or flame. 
Kit has E-Pox-E resin, special 
hardener and atomized steel. All 
three materials mixed together will 
bond minute particles of steel into 
solid steel that can be drilled, 
tapped or filed. Retails at $1 and 
$1.89. Woodhill Chemical Co. 


For more data circle No. 40 on postcard, p. 85 


Parallel expansion shield 


Heavy-duty parallel expansion 
shields for anchoring to masonry 
are now offered under the name 
Double Keystone Shield. These an- 
chors provide built-in nut-stop to 





92 


prevent overtightening and nut 
pullout. Once inserted they become 
permanent fixtures which can be 
re-used for anchoring other objects 
by removing bolt. Sizes 4 to 1%4- 





in. diameter. 
Bolt Co. 


For more data circle No. 41 on postcard, p. 85 


Diamond Expansion 


Underground refuse receiver 


Aluminized steel top and rim and 
improved toe-step lid lifter are 
highlight features of this under- 
ground refuse receiver. Ordinary 
foot pressure on new, smaller 
pedal, gives full-floating action to 
swing open lid without long lever 
used on previous models. Offered 
in models of 10, 15, 20 and 25-gal 






















capacity. 


Outer shells are heavy 
gage steel. Majestic Co., Inc. 


For more data circle No. 42 on postcard, p. 85 


Plated chain fish stringer 


The C60 Old Pal fish stringer has 
heavy plated chain with patented 








links and nine safety spring hooks 
to prevent fish loss. Center swivel 
prevents tangles. C70 Old Pal 
Sportsman’s cadmium 
plated to resist rust. It can be used 


chain is 


for leash, towing or securing boats. 
Both items packed in plastic hanger 
bags. Animal Trap Co. of America. 


For more data circle No. 43 on postcard, p. 85 


Marble styled toilet seat 
Venetian Marble 800 toilet seats 
have decorative value with their 








marble in 
white, black, blue, green, pink, and 
gray. Finish will not mar, scratch 
or wear off. Seat is solid molded 
Puralite. Solid brass hardware is 
copper, nickel and chrome-plated 
with concealed hinge bar. Century 
Products, Inc. 


imitation of Venetian 


For more data circle No. 44 on postcard, p. 85 


Three-cone salad maker 
Homemakers and gourmets will 

want the Dazey salad maker with 

its sure-grip, space-saver base 


which takes only 4 in. of work- 
surface space. Vacuum base can be 
snapped on any non-porous surface. 
Offered in pastel pink, yellow or 
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white and with stringer, slicer and 
shredder cone in each unit. List 
$10.95. Dazey Corp. 


For more data circle No. 45 on postcard, p. 85 


Clock, cigarette lighter 
The Ingraham Imperial electric 
alarm clock includes an automobile 





pop-up type lighter. Clock case is 
light-colored mahogany with brass 
trim. Suitable for living room, den, 
bedroom, or executive office. Clock 
lists at $24.95 and stands 4 in. high, 
9 in. wide. Ingraham Co. 


For more data circle No. 46 on postcard, p. 85 


Mesh type wall shelves 
Designed for kitchen or bath- 
room use, the Tidy-Wall shelf made 


- 7? 
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Atlas 


PEG-A-PAKS 


-ATLAS @& 
PegaPak = 





DISPOSABLE DISPENSERS 
FOR 14-LB. PACKAGES 
OF NAILS AND BRADS 


Now you can order any Atlas 
14-lb. package in this revolu- 
tionary new combination car- 
ton-dispenser. Each Peg-A-Pak 
holds 10 boxes—10 Peg-A-Paks 
of each item to a shipping case 
(weight 30 lbs.). 





Atlas Peg-A-Pak from tabs on 
carton. Each is a self-service 
dispenser. 


Easy to replace — When last 
box is sold, just throw away 
empty Peg-A-Pak and replace 
it with another. 


MADE IN U.S.A 


P eyil OW 





More profit—Peg-A-Pak gives 
you full profit—with fast turn- 
over and no lost selling time. 


Atl 


FAIRHAVEN, MASS. °¢ 


TACK 
CORP. 


HENDERSON, KY. 
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They are unaffected by chemical 
a he A ghee a s by content of water, measure 4x5 in., 
and are unconditionally guaranteed 
against leaks. Reichert Float «& 
@ For more information Mfg. Co. 
on these products and For more data circle No. 49 on postcard, p. 85 
services use free post 


card on page 85. 





= 


Hard rubber squirrel call 
of heavy gage wire can be hung The B-10 Squirrel Call is a hard 
on any surface. The 58-12 deluxe rubber call designed to give a true 
Tidy-Wall shelf is made in black tone. Hand operated and easily ; 
and brass finish and measures used, it is 4 in. long and weighs 
20x6%x10 in. List price $4.75. 
Artistic Wire Products Co. will cut any standard 4x8-in. lum- 
For more data circle No. 47 on postcard, p. 85 ber. Arbor has two sets of perma- 
nently lubricated ball bearings 
mounted on cast iron truncheons. 
Features include easily-read miter 
gage and large tilt scale. Toolkraft 
Corp. 


For more data circle No. 52 on postcard, p. $5 





Straight handle pink shears 
Women who want straight in- 
stead of standard bent handle pink- 
ing shears will want the PS-77 
with nickel plated blades and black 
ename! handles. Shears will give a 
clean ravel-resistant finish to wide 





Hollow rubber stoppers 


Four sizes of hollow rubber stop- 

pers will now do the work of nine 

11, oz. Retails at $2.75. Philip S. sizes in the new Franklin Duo-Fit 
Olt Co. stopper line with special tapered 
form. This gives dealer less than 
half the stock investment. Stop- 
pers are skin packed on display 
Try-square locks at angles ecards, and also sold to dealers in 
bulk. Franklin Metal & Rubber Co. 


For more data circle No. 53 on postcard, p. 85 


For more data circle No. 50 on postcard, p. $5 





Push-button release enables user 
to lock the try-square handle of 
this all-metal tool. Knurled lock- 


ing ring allows locking blade at any Plastic pipe material 


Kralastic HTHT is now used in 
Cresline-KL semi-rigid and rigid 
plastic pipes. Initials stand for 
high tensile strength and high tem- 
perature resistance. Crescent Plas- 
tics, Ine. 


For more data circle No. 54 on postcard, p. 85 




















range of fabrics, in single or mul- 
tiple thicknesses. List $6.95. J. 
Wiss & Sons Co. 


For more data circle No. 48 on postcard, p. 85 


Plastic tank float 

Customers who want plastic, in- 
stead of metal, tank floats will want 
these plastic numbers made of 
tough, high impact polystyrene. 


















improved 50-ft steel tape 

The Dial-50 steel tape measure 
has a two-piece, high impact Sty- 
rene case which resists rough han- . 
desired angle. Strait-Line No. 66 
was designed for carpenter, sheet 
metal worker and homecraftsmen’s 
use. Strait-line Products 


For more data circle No. 51 on postcard, p. 85 











Tilting arbor bench saw 


Built for cabinet and furniture jp 
makers, schools, light industry and 
homeworkshop fans model 105 is a 
10-in. tilting arbor bench saw 
which will cut a full 354 in. and 
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IT’S STEEL*LITE! 


(THE MAGIC SHOVEL) 











~ PRE-PACKAGED IN POLYETHYLENE 
Big 6’ x 30” rolls 



















With exclusive AMES DOUBLE-TAPER 


FORGED BLADE—shock band construction _—/ Cae moving, An hurpecs 
BLADE UNCONDITIONALLY GUARANTEED HOUSEHOLD MAT 
PARKERSBURG Now in 5 new decorator colors as well as popular transparent! 
Oo. AM ES co. WEST VIRGINIA Terrific seller for floor runners, carpet protectors, closet 


floors, door mats, other uses. Miracle polyethylene trims 
with scissors. Cleans with damp cloth. 


World’s Largest Shovel Manufacturer 





CHOICE OF TAKE-HOME PKG. OR ROLL GOODS 
NATIONALLY ADVERTISED ¢ FREE SALES AIDS 


PIONEER LINE 
“Vinylite KUSHION- KOATES 








WIRE KITCHEN AIDS 






PRE-PACKAGED, PRE-PRICED 
Big 9’ x 1134” rolls 


Closet Door Utility Rack Sales-popular Miracle Polyethylene 


ct Space 110—Convention Hel SHELF LINER 


See this “‘Vinylite’ KUSHION-KOATED 







. } — in 5 most-wanted household colors! 
Fast-Selling we “ Peps up sales! Comes in turquoise, pink, yellow, white 
Ti aN! and red. Handy 11%” width for shelves, cabinets, closets. 

It’s odorless too! 

98 | CHOICE OF TAKE-HOME PKG. OR ROLL GOODS 

| WASHABLE. WON’T FADE OR STAIN « NATIONALLY ADVERTISED 
j Retailer G cRI he G 
o 








Fits Any Door 
or Wall Space 


Gering Products, Inc., Kenilworth, N. J. 
Garden Hose Sprinkler Hose « Soaker Hose « Garden Trellis « Tidy-Mat Line « Super Mat 


ro — ——-CLIP AND MAIL NOW!= = = =m ming 
Gering Products, Inc., Kenilworth, N. J. H-7 4 


Please send me complete information and samples: 4 
[] Tidy-Mat Household Mat [ Tidy-Mat Shelf Liner 


@ 3 piece unit 
@ Easy to install 














City Zone State 





i 

1 

i 

| Name 
Zz. 

1 

I 


I 

Write for : : 
catalog of tent are Address : 
complete line sis ileal : 
l 


My jobber is 


bee ee ee ee ee 





ORTUWIRE CREANONS UNC. SUFFERN, N.Y. 
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STARRING celer) Mem atl = 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


STARS 


FAST SELLING 


Americana 



































= 
x - 
au . o 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 


HINGE 


#519 
Flush Type 










#516 
Semi-Concealed 


ee 


+518 
Offset Type in %" 


J2 


OVAL HINGE 
“ #522 
Fiush Type 
+520 


Semi-Concealed 
Type 4 %", Y", 


#521 
Offset Type in %" 











3595 

3'' Centers 
(not avail- 
able in Nickel) 























KNOBS & BASES 


#597—I'/."" Knob 
##597—2" Knob 
#510-B—2'/."" Base 
#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 






ALWAY MAGNET 
CATCH 

#232 

Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 

















| Aluminum weather vane 


WHAT'S NEW 








@ For more information 
on these products and 
services use free post 
card on page 85. 


dling and is practically unbreak- 
able. Features are accurate mea- 
surement, easily-read scale, light 
weight, compactness, bright red 
color case. List $3. Justus Roe & 
Sons. 


For more data circle No. 55 on postcard, p. 85 


Plastic type shelf liner 


Housewives who want color in 
will 


their homes want Tidy-Mat 














cabinets, 


for shelves, 
and closets. Tidy-Mat is washable, 
will not stain nor fade, and is of- 


shelf liner 


fered in turquoise, pink, yellow, 
red, and white. Odorless and flexi- 
ble, it has ribbed non-skid surface. 
Can be trimmed to any size. Made 
in 11%4-in. shelf widths, 89¢ per 
9-ft length. Gering Products, Inc. 


For more data circle No. 56 on postcard, p. 85 


Customers who want an extra 
large weather vane will want the 
Cock-of-the-walk model cast alumi- 
num model listing at $9.98. Vanes 























Ask for complete 
catalog & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
11'/_"*x15'/."" x \/,"* 
to display 
mounted samples 
available upon 
request. 


STAR 















380 Butler 






Sold through wholesalers only | 






are made to catch slightest breeze 
They stand 30 in. high and have 
21-in. arrow. Four other models 
are offered. Adjustable base per- 
mits use on any style roof. Rem- 
ington Hardware Co. 

For more data circle No. 57 on postcard, p. 85 


(Resume reading on page 16) 


TO HELP YOU SELL 


®@ For more information 
on these products and 
services use free post 
card on page 85. 





(Continued from page 16) 


Extra-wrap key blanks 

Star key blanks are now given 
double protection with a_ special 
wrap and then packed in a tarnish 


proof box. Double wrap protects 
blanks against tarnish, moisture 
and foreign matter. Star Key & 


Lock. 


For more data circle No. 58 on postcard. p. 85 


Flashlight battery pack 
The 96WR flashlight battery pack 
helps dealers increase impulse sales 


of batteries. Two cartons of 24 
Ray-O-Vac Poly Paks (96, batter- 
ies) and free wire display rack are 
offered dealers. Each Poly Pak has 
two batteries in clear, durable poly- 
ethylene bags. Each two-battery 
package is price marked. Ray-O-Vac 
Co. 


For more data circle No. 59 on postcard, p. 85 






Refill blade-knife display 

This colorful 12-strip in-store dis- 
play of X-acto No. 8ST all-purpose 
refill blade knives features a dozen 
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of these knives skin packaged on its 
own pre-cut card for impulse ap- 
peal. Strips perforated for easy 
removal at each sale, allowing card- 
board display to retain effective- 
ness until final sale. Knives sell at 
29¢ each. X-acto, Inc. 


For more data circle No. 60 on postcard, p. 85 


Bathroom fixture display 
Dealers can get this display in- 
cluding a set of seven matched 
Chromac bathroom fixtures free, 
with 12 sets of fixtures. Display is 
29 x 16 in. Set includes paper hold- 





er, tumbler holder, soap holder, 
soap holder and grab combination, 
square towel bars in 18 and 24-in. 
lengths and robe hook. Fixtures are 
made of brass, triple chrome plated. 
Standard Steel Cabinet Co. 


For more data circle No. 61 on postcard, p. 85 


Cement and tape packaging 


Homeowners and paint contrac- 
tors will want Reardon’s SX Joint 
Cement System, a combination pack 
of joint cement and reinforcing 
tape primarily for small dry wall 
jobs. Package contains 60-ft roll 
of tape and enough joint cement to 
cover 150 to 200 sq ft of gypsum 
board. Pack replaces 5-lb kit of 
cement and 75-ft roll of tape. 
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Green Thumbs 


SWIV" 





SWEE 





NEW 








The first lawnrake that adjusts 
for both raking and sweeping 


A wonderful new tool to stimulate Fall rake sales. It rakes 
like any other lawn rake, when the handle is set straight. 
It sweeps better than any other rake when the handle is 
adjusted to right or left because all 20 teeth are sweeping 
parallel to the ground and are sweeping leaves and litter 
away from the user's feet. Its cleaner, it’s easier. 


$1.98 RETAIL — priced for profit. You make $7.80 on 
every dozen. Order from your Green Thumb wholesaler 
when you buy your Green Thumb Broom Rakes, Speed- 
rakes and Bulb Planters for Fall. 


THE UNION FORK & HOE CO., Columbus 15, Ohio 








Wing nut holds rake in 
any of 3 set positions. 














TO HELP YOU SELL 














Larger pack also offered. Reardon 
Co. 


For more data circle No. 62 on postcard, p. $5 


Steel band saw bulletin 


Bulletin No. 1069 describes Star- 
rett Safe-Flex high-speed steel 
band saws. It gives recommenda- 
tions for use and specifications cov- 
ering the blade sizes and pitches 
available in hook-tooth, regular, 
and skip-tooth types. L. S. Star- 
rett Co. 


For more data circle No. 63 on postcard, p. 85 


Dog supplies merchandiser 


Offered only to hardware. dealers 
is the Rin Tin Tin Dog Supply Cen- 
ter, with expanded line of leather 
accessories. Leather and chain sup- 
plies, all pre-priced, are shown, 
hung from a free, sales-catching 
24-in. metal display rack with pic- 
ture of Rin Tin Tin. Total retail 























value is $64.28. Rin Tin Tin Dog 
Supplies Div., Oxwall Tool Co. 


For more data circle No. 64 on postcard, p. 85 
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5-ft sheet metal rolls 


Billy Penn sheet metal for do-it- 
yourselfers is offered in 5-ft Handy 
Rolls in galvanized steel, ham- 
mered aluminum, smooth finish alu- 
minum, hammered copper and 
smooth finish copper. Roofers, 
plumbers, and others who use metal 





in their work will also want these 
roils. Penn Supply & Metal Corp. 


For more data circle No. 65 on postcard, p. 85 


Plastic aluminum display 

Here’s the new display rack of- 
fered with two-dozen order of 49¢ 
size tubes of Hercules Plastic Alu- 
minum. Rack will hold 12. bubble- 
packed tubes on display cards. Rack 






































takes 10x5-in. counter space. Her- 
cules Chemical Co. 


For more data circle No. 66 on postcard, p. 85 


Foreign car key catalog 


Catalog No. 30 illustrates Taylor 
key blanks and includes a large sec- 
tion devoted exclusively to foreign 
car key blanks. Actual size draw- 














. 
warLoe8 LOce co 
———  & ote 











ings are shown of each key type as 
well as cross section views of key- 
ways. The F2 key assortment de- 
signed for foreign cars is described. 
The blanks will fit 81 European 
vehicles. Taylor Lock Co. 


For more data circle No. 67 on postcard, p. 85 


Screw driver merchandiser 
Speed-D-Grip screw-holding 
screw drivers are now offered deal- 





ers in a 415D merchandising unit. 
Metal rack, 11 7/16 x 7 1/8 in. is 
free with purchase of 24 screw driv- 
ers. Merchandiser can be mounted 
on perforated panel and has price 
strip with retail prices of eight 
different drivers and screw slot size 
for each model. List price of driv- 
ers is $19.20. Stanley Tools, Div. 
Stanley Works. 


For more data circle No. 68 on postcard, p. 85 


Booklets to aid rope sales 


Here are three booklets, and a 
display unit, to increase rope sales 
to all members of the family. For 
youngsters there’s the _ booklet, 
“Have Fun With Rope.” For adults 
there are two booklets, “How to 
Use Rope Around the House” and 
“How to Decorate With Rope.” 
Window streamers and ad mats are 
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ROPE TR ICKS!, 





offered as a tie-in. Plymouth Cord- 
age Co. 
For more data circle No. 69 on postcard, p. 85 





Mailbox counter display 


The Town and Country fiberglass 
mail box is displayed on this eye- 





catcher unit which lists advantages 
of molded fiberglass. Display is free 
in master carton of six individually 
packed mailboxes. Plastic Products 
Corp. 


Far more data circle No. 70 on postcard, p. 85 


Bin packaged hardware line 


Sturdy bin boxes, labelled to give 
contents, are packed with 25 indi- 
vidual pieces in clear plastic enve- 
lopes. Included in packaged line are 

. die cast knobs and pulls, early 
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9 Vented Heaters 
15.000 to 85,000 BTU 
25 Unvented 

Heaters 10,000 to 
50,000 BTU 

Send for new catalog 
_ showing complete 

— Martin Line and 
dealer aids. 


CAS HEATERS 
SY 


STOVE CO., tuntsise. aia. 

















New Merchandising Ideas 


Looking for more profits, 
better salesmanship? Hun- 
dreds of dealers have usec 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 
Better Housewares Sales 25¢ ea. 
How you can increase turnover 
in your housewares department 
is Outlined in this 32 page House- 
wares Merchandising Guide. 
Basic stocks, how to increase 
charge accounts, how to set up 
a gadget bar, how to make 
money on color trends, etc., are 


described. 


order copies from 


Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 








- MARTIN STAMPING & 









— Squeeze... ~ 


THEN WASH HANDS— 
WITHOUT WATER 
| i 


WITH 2 









WATERLESS 































HAND CLEANER 


Now available in color- WATERLESS 
ful, 5 ounce, ‘Squeeze HAND 
to Use’ tubes. CLEANER 
Easy and quick act- 
ing—contains Lanolin 
and G-1ll—leaves 
hands softand smooth. 
Gets rid of grease, 
carbon, paint, printers | 


: '* 9eer 
ink, gum, tar, and fRetail\_- \ 
asphalc stains in a \ Price Join, nicher 
hurry. 4% west of Rockies 


Perfect for do-it-yourselfers, mechan- 
ics, builders, plumbers, printers—any- 
one who gets dirty hands. 

Packed 1 dozen tubes in space saving 
counter display carton. Also available 
in 1 pint and 3 quart cans. 

Your jobber has it, or can get it. 


JOBBER INQUIRIES INVITED 








MANUFACTURING COMPANY 
COLLINGDALE, PA. 
Manufacturers of famous hand soaps for half a century 
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Saturday Evening Post, Better 
Homes and Gardens, American 
Home, Sunset, Mill & Factory, Pur- 
chasing; these are but a few of 
the magazines that carry Toilaflex 
ads the entire year round. 






















A small stock of Toilaflex will en- 
able you to enjoy the easy, profit- 
able sales that these ads create. 


mi) F 18> ¢ 
Toilet QUE Plunger 


The Plunger They 
Ask for By Name 


By the makers of 
Water Master tank balls. 


















the SALES 
BARRIE 


*. 














aa 
“20 













with NEW“ } 


Creations! 


























Table Planter 








3B7-5 
Candy-Nut Dish 











Your Housewares Department can be 
profitable ! Stock and sell Artistic. Priced 
low for fast turnover—priced right for 
big profits! Send today for new port- 
folio of new Artistic creations in eye- 
appealing, decorative 
black and brass. 


Mee WIRE PRODUCTS CO., INC. 






































































TO HELP YOU SELL 





®@ For more information 
on these products and 
services use free post 
card on page 85. 


American hardware and chrome 
finished hardware. An extra bonus 
item will be offered for a limited 
time to introduce this line. Hard- 
ware Div., Penn-Akron Corp. 


For more data circle No. 71 on postcard, p. 85 


Color stair tread display 
Here’s a full color stair tread 

display offered free to dealers. Dis- 

play shows samples of 27-in. wide 





regular rubber and sponge rubber 
treads. Unit takes counter space 
18 x 12 in. Swatches of all colors 
available are part of display. Deal- 
er takes orders with display unit 
and gets stock from distributor. 
Bearfoot Airway Corp. 


For more data circle No. 72 on postcard, p. 85 


Builders’ hardware displays 
Locksets and cabinet hardware 
can be shown in two special display 
sets taking 14x30 in. floor space. 
These three-self units have %4-in. 
perforated panel backing and 





sturdy legs. No. 500 display Cillus- 
trated) features cabinet hardware 
and will display three assortments 
of cabinet hardware, No. 501 dis- 
play provides simplified inventory 
control, holds 160 locksets. Medalist 
Hardware Div., National Lock Co. 


For more data circle No. 73 on postcard, p. 85 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Display extension panel set 

The VU-108 frame extension unit 
will add greater height and display 
space above Spacemaster merchan- 
dising frames. Set consists of two 
double-slotted frame extensions (24 
in. high), one pair of hanger brack- 
ets and two 20 x 30-in. diamond 
perforated metal shelves. Shelves 
finished in baked enamel in choice 
of seven decorator colors. A new 
type of splicer is offered to fit dia- 
mond and expanded metal shelves 
as well as a new merchandising 
frame assembly. Reflector Hard- 
ware Corp. 


For more data circle No. 74 on postcard, p. 85 


Counter model paint shaker 


This modern design unit can be 
used in the paint shelves. It oper- 





ates quietly and requires no bolting 
down. Gyro-balancing’ eliminates 
most vibration. It has automatic 
timostat switch and can be equipped 
with chrome-finished pedestal if 
desired. Color, green and gray. 
Unit is 15x15x22 in., with holder 
attached. Capacity 4% pint to one 
gallon can. Miracle Paint Rejuvena- 
tor Co. 

For more data circle No. 75 on postcard, p. 85 


(Resume reading on page 17) 
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NOW! so hag, saNORSE 


EASIER - FASTER: SAFER 


STRONG 












The World’s 
Most Popular 
Pipe Wrench 







Sells ‘em 
Fast! ES 


Eye-catching counter display will sell these 
brackets — on sight! You get free display card 
printed two sides with 5 pieces 2 x 4's to 
make small horse pictured above with your 





vig order for 16 pair. Strongest, easiest-to-use 
ee | brackets available. Ask your jobber or write 
— \ for nearest supplier. 
A Wit RETA $1.89 pair ‘$7.09 wes! 
ih. a Convenient carton becomes attractive 
nt us display for your window and counter. 
, ~D 


‘| THOMAS PRODUCTS CO. 


8490 Lyndon . Detroit 38, Michigan 








| The fastest selling.... 


2 > Sait 
2 5S aaa 
he x ke 
— % = . 
Bod Se 





Write for Catalog 
16 Different Models — 


eee becouse it was a better pipe wrench 


when first created 35 years ago, and has been 
improved nearly every year since . . . in per- 


O&)nwe 
T.M. REG. formance, design, materials. Today, it is still 


the most for the money. For sure sales order 
SOUTHERN FABRICATORS CORP. Rife(D from your Wholesaler. 
225 Aero Drive, P. O. Box 693 Shreveport, Louisianc 


Phone: 24671 











The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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How's the Hardware Business? 





New GE distribution policy for electric blanket 
may be first step toward return to Fair Trade 


A new distribution policy that 
could be a trial step toward a 
return to Fair Trade has been 
announced by General Electric Co. 
for one electric blanket model. 

The company announced last 
month that it will sell its new 
Southport blanket only to those 
stores that stick to factory-set 
minimum prices. The new policy 
does not affect other electric 
blanket models or small appli- 
ances which were removed from 
Fair Trade in February. 

GE said the Southport blanket 
will be available only to a rela- 
tively small number of stores from 
GE branch warehouses. Any store 
which does not stick to the fac- 
tory-set minimum prices will have 
its supply cut off immediately. 

The restricted distribution pol- 
icy for the price-fixed blanket will 
be carried on in all but seven 
states and the District of Colur- 
bia. These eight areas do not have 
laws permitting retail price fixing. 

GE abandoned Fair Trade on its 
small appliances last February be- 
cause it said the present system of 
Fair Trade laws was unenforce- 
able. GE’s move touched off a 
wave of actions by other com- 
panies to discontinue Fair Trade. 

Legislation for a national Fair 
Trade program is now pending in 
Congress, but no action is ex- 
pected to be taken during this 
session. 


U. S. population expands 
2.9 million in one year 


The latest report from the Cen- 
sus Bureau estimates the popula- 
tion was 173.4 million on April 1. 
That’s an increase of 2.9 million 
from the year before. 

Compared with April 1, 1950, the 
population has increased 22.3 mil- 
lion, or 14.8 percent. 
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At the Housewares Show 


HARDWARE AGE’s booth No. 
227 at the Atlantic City house- 
wares show is at your disposal. 
We'll be glad to see you again. 
Our telephone, package-storing, 
and message center facilities 
are at your command. Remem- 
ber, booth No. 227, for plenty 
of easy chairs. 





Martin-Senour paints 
match appliance colors 


Hardware dealers can now offer 
customers wal! paints in colors to 
match colored major appliances. 

Martin-Senour Co., Chicago, has 
prepared new wall colors to match 


colored stoves, refrigerators, 
freezers, cabinets and smaller 
items. 


The colors, based on metal sam- 
ples supplied by 15 appliance mak- 
ers, include pastels, muted tones, 
and metallics. 

The new colors are available 
either through Martin-Senour’s 
Nu-Hue Custom Color System or 
its Colorobot program. 


Kraeuter & Co. to ship 
large orders prepaid 


Kraeuter & Co., Inc., Newark, 
N. J., announces that orders total- 
ing more than $200 or weighing 
more than 100 lb will be shipped 
prepaid. 

The policy is described in the 
firm’s new 20-page catalog. Deal- 
ers may order copies by writing 
for Catalog No. 26 to Kraeuter & 
Co., Inc., 585 18th Ave., Newark 
3, N. J. 





Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





Our Own distributes 
500,000 June circulars 


Our Own Hardware Co., dealer- 


owned wholesaler in Minneapolis, 





ey Our QWe HARDWARE 


distributed more than 500,000 cir- 
culars for a June sale last month. 

The eight-page, tabloid-size cir- 
cular was printed in four colors. 
It had space for dealer imprint 
and customer mailing. 

Merchandise featured included 
outdoor living supplies, house- 
wares, sporting goods and hot 
weather items. 


Wages rose in May for 
first time in 9 months 


Income from wages and salaries 
in May’ showed the first rise in 
nine months, the Commerce Dept. 
reports. 

The increase was $750 million 
over April. May payrolls were at 
an annual rate of $234 billion. 

The increase in payrolls was 
part of a genera! increase in per- 
sonal income which was up $1 
billion from April to a yearly rate 
of $344.5 billion in May. 

Personal income — wages and 
salaries, dividends, interest, rent, 
etc.—for the first five months of 
the year was at a yearly rate of 
$343.1 billion, up from the $339.9 
billion rate of the first five months 
of 1957. 
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ENDURING KITCHEN ELEGANCE 


Guaranteed UNBREAKABLE 


100% Hi-impact Styrene 


Here’s heirloom beauty in exclusive 

“Elegante” Lustro-Ware styling that appeals to homemakers 
on sight. Glamorous show pieces for her kitchen .. . 
wonderful to use . . . stay sparkling new 

will never dent, rust, chip nor tarnish . . . noiseless, 

can’t mar walls or cabinet top. Choice of 

big capacity square or classic round canisters 

with easy-on-and-off, fresh-seal covers, plus 

matching “Elegante” Lustro-Ware accessories 

for profitable companion sales. 


9144UDIVP “DuImoys Bs4iy 


Be the first to feature “Elegante” in satin white 
with gleaming tarnish-proof gold metallic leaf 
embossed ornamentation. Order at once from 
your Lustro-Ware supplier and keep your stock 
complete from the fast turnover line of over 200 
nationally advertised Lustro-Ware household staples. 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 


Sales offices in principal cities of U.S.A. and Canada 


* MOYs sasvmasnoyH lpg 


yz00g * 


New SATIN WHITE commis. — Fashion colow with embossed, tarnish -proof Gold and Chrome metallic leaf decorations 
Spring Yellow, Petal Pink, oe oor : | 
Stas Wsrenenion with Gold j — Also matching Silk Screen gold design on satin white or white design on colors. 


Decorations. Apple Red 
with Chrome. 


Compare and you'll agree Lustro-Ware “ELEGANTE” is the current 
housewares sales-sation . . . wonderful for year ‘round volume sales . . . 
Christmas giving . . . brides’ showers. 

Lustro-Ware GUARANTEED quality LS CUTE, 
and value is preferred from coast to coast. 

NATIONALLY ADVERTISED in 9 leading 

consumer magazines. 

Traffic building, FREE tie-in 


merchandising aids are yours for the asking. 


Made exclusively by WORLD'S LARGEST MANUFACTURER OF PLASTIC HOUSEWARES 









Presto Precision-Crafted Hardware for the Home Craftsman 


PRESTO 













TCHES SOX HINGES HANDLES UD SUPPORTS LOCKS 





HARDWARE 
for the Home Crafisman 3 GS 5 est D AY 
| [4 
Selling 
"ae Season! 


Win “Do-It-Yourself” sales all year round with this steady 
volume line that sells twelve months in every twelve! Get 
this special, fast-moving assortment of hard-to-find hard- 

HART WARS ware all custom crafted ... or choose any combination of 
a individual items, each ripe for the profiting. They’re top 
quality—just the sort home craftsmen want to put on their 
tool chests, tackle boxes, hi-fi sets, fine cabinetry, or other 
pet projects. Cash in on Presto’s big profits, hi-volume, quick 
turnover. Order from your jobber today! Or write to Presto 
for full information. 































PRESTO 
ARC VARE 


Contains: 


e FREE revolving display rack 

e Complete line of 20 different quality items in different finishes 

e Only 3 bags of each item. Big assortment, small investment, no 
overloading 

e Pre-priced, self-selling, crystal-clear plastic bags that let custom- 
ers see and feel the gleaming hardware—with no loss or damage 

e Complete mounting hardware such as screws, studs, etc. 


P R ESTO BS ae cs "3 pak iss ae as PRES ro oe 
HARDWARE Spe : HARDWARE 


PRESTO 


PRESTO. ff n PRESTO 
HARDWARE PRESTO | ! : 


. HARDWARE § : HARDWARE 








Special Assortment 





#99 Junior Assortment #57 Jumbo Assortment 


includes 21 different items— 
3 bags of each item 
in assorted metal finishes 
Retail Value y 
You Paw Oat 76 EE ED. vn s oe ckdbs Reewe 
I is ig us 


YOUR PROFIT ....... 


PRESTO hardware 


World’s Largest Manufacturer of Box and Luggage Hardware with 42 years of service. Presto Lock Company ¢ Consumer Division ¢ Outwater Lane, Garfield, NJ. 


YOUR PROFIT 














Window trim promotes "Buy Now" theme 


i 


“Everything’s right for doing it now” is the theme of this new window 
display available to hardware dealers. 
buy tools and materials now for do-it-yourself projects. 





Pee 


The display urges customers to 
It is designed 


and installed by the field merchandising department of Popular Mechanics 
magazine and is expected to be used by more than 2,000 hardware and 
building supply stores by the end of August. Looking over this display at 


Ruhling Hardware, 


Chicago, are Marshall Keroff, sales engineer of 


Supreme Products Corp., Chicago, and Joseph R. Buell, Jr., Popular 


Mechanics advertising director. 





How does your paint department rate against 
paint dealer stores? Here are the figures 


How does your paint department 
measure up against those of paint 
dealers ? 

Is your paint department netting 
a profit of at least 3 percent on 
sales ? 

Is your stock turning more than 
three times a year? 

Do expenses for rent, taxes, util- 
ities, depreciation, insurance, etc., 
amount to no more than 10¢ for 
each paint sales dollar? 

Are you receiving about ll‘%é¢ 
from each dollar’s worth of paint 
sold for your own salary? 

Do your employees’ wages amount 
to about 7 percent of sales? 

Are you spending at least 1%¢ 
from each paint sales dollar for ad- 
vertising? 

Are you holding your delivery 
costs to no more than 1¢ for each 
dollar’s worth of paint you sell? 

Do you sell more than 25 percent 
of your paint on credit? 
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These figures represent average 
costs and profits of dealers who 
specialize in selling paint. The fig- 
ures come from a recent Dun & 
Bradstreet, Inc., survey of paint 
dealers’ cost of doing business. 

Other findings in the survey 
were: 

Dealers who sell mostly to con- 
tractors and builders do more than 
twice the volume of dealers who 
sell mostly to homeowners. 

Dealers who sell mostly to home- 
owners earn a higher net profit, 
3.0 percent, than dealers who sell 
mostly to contractors and builders 
and earn a net profit of 2.3 percent. 

Dealers in downtown areas aver- 
age higher sales than neighborhood 
stores but have a smaller net profit 
and a lower turnover rate. At the 
end of the year, in actual dollars, 
earnings for the two locations are 
about the same. 





Rubbermaid uses plastic 
bags, pre-prices items 

Rubbermaid, Inc., Wooster, Ohio, 
is now pre-pricing its entire line 
of items and packaging most of 
them in clear polyethylene bags. 

The moves give dealers two 
cost-saving advantages, the com- 
pany points out. 

First, pre-pricing moves Rub- 
bermaid stocks more rapidly from 
the warehouse to the retail coun- 
ter. 

Second, protective packaging 
eliminates the need for cleaning 
items soiled by customer handling. 

Among the items in the new 
packages are drainer trays, drain- 
board mats, sink liner mats, stove 
top protector mats, and several 
kitchen specialty items. 


Retail sales in May up 
6 percent from April 


Total retail store sales in May 
were $17.3 billion, the Commerce 
Dept. reports. 

That’s $1 billion, or 6 percent, 
more than April sales and just 
about the same total as in May 
1957. 

Sales by the hardware, lumber, 
building and farm equipment 
group totaled $1.3 billion. That’s 
a 7 percent increase from April, 
but a 3 percent drop from May 
1957 sales. 


Packaged nails promoted 
by Northwestern Steel 


Northwestern Steel & Wire Co., 
Sterling, Ill., is sending dealers 
a 1-lb Sterling nail box with three 
pennies attached to promote the 
sale of packaged nails. 

The idea is to remind dealers 
that, according to surveys, it costs 
them 3¢ every time they package 
and sell 1 lb of nails from bulk 
stock, the company says. 


Purchasing agents say 
business is picking up 

Business is picking up. But the 
pick-up will be short-lived, mostly 
because of the usual summer lull. 
That’s the opinion in the latest 
survey of the National Assn. of 
Purchasing Agents. 











SH90-FLY 
BREELZETTE 








no harsh drafts ... 

no intermittent blasts . . . 
shoos annoying pests .. . 
spreads comfort indoors . . . 
ideal for shop and office .. . 


heightens outdoor fun 
in the patio 
and at the poolside... 


guards baby against 
germ laden flies . . . 


slowly rotating blades 
are pliable and safe... 


DISTRIBUTORS 
and DEALERS 
WANTED 


HEHR MFG. CO, 
3353 CASITAS AVENUE 
LOS ANGELES 39, CALIFORNIA 











WHAT’S NEW? 


Turn to pages 85-86 of this issue. 
The Quick Check Card properly 
filled out will bring you quickly 
the details on new products that 
interest you. 


IT’S QUICK—IT’S FREE 

















The Original 
PLASTIC 
ALUMINUM 





Promotions 

















; & is in the 
=e WV award winning 
Ae cS SHOW-PAK 
" - "===" | WOODHILL CHEMICAL CO. 
y ao => 1391 E. 34th Se. 
== ce =e Cleveland, 0. 
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FEATURES- 


@ MICRO-GROOVED 

@ SEALED BOXES : \ 

@ TARNISH-PROOF \\ 
WRAPPED 

@ JEWEL FINISH \\ 

STAR KEY & LOCK 

MANUFACTURING CO. 


51 SOUTH FIRST STREET 
BROOKLYN, N. Y. 
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Boyle-Midway schedules 
ads through September 


s0yle-Midway, Inc., New York, 
is promoting its Black Flag insec- 
ticides with television and news- 
paper advertising through Sep- 
tember. 

Black Flag commercials appear 
twice weekly on “Secret Storm” 
and “Love of Life” on CBS-TV. 

Newspaper ads are appearing 
each week in 59 newspaper in 
57 cities. 


Permacel-LePage's uses 
contest for promotion 


A contest to promote the sale of 
cellophane tapes and other home 
and school use adhesives is being 
conducted by Permacel-LePage’s, 
Inc., New Brunswick, N. J. 

Prizes are scholarships of $5,000, 
$2,500, and $1,000 to colleges the 


Manufacturers’ New Merchandising Plans 


winners choose, and 100 portable 
typewriters. Contestants tel] in 25 
words or less why they believe a 
college education is important. 

Entry blanks are packed with a 
special floor stand Scholarship 
Contest display. 


Gudebrod using coupon 
to sell fishing line 


Gudebrod Bros. Silk Co., Inc., 
Philadelphia, is using a coupon 
redemption plan to stimulate sales 
of its Gudebrod fishing line. 

Coupons worth 10¢ toward the 
purchase of the fishing line are 
packed in every package of the 
company’s industrial and surgical 
products. 

The company believes that per- 
sons who already use its other 
products are the best prospects 
for its fishing line. 





Unemployment declines 
between April and May 


The number of job holders in- 
creased by 1.2 million between 
mid-April and mid-May, the Com- 
merce and Labor Depts. report. 

There were 64.1 million persons 
working in mid-May. The number 
of unemployed was 7.2 percent of 
the work force. This compares 
with 7.5 percent unemployed in 
April. The reduction was the first 
since last summer. 


Most of the rise in jobs came 
in agriculture and service employ- 


ment. A bigger than usual gain 
in contract construction also 
helped. 


Income of individuals 
up slightly in 1957 

The average income of individ- 
uals rose slightly last year, despite 
higher unemployment and reduced 
work weeks in the second half of 
the year. 

The Census Bureau reports that 
median income in 1957 for men 





was up $75 and for women was up 
$50, over 1956. 

For men, median income last 
year was $3,700. Median income 
for women was $1,200. 


Sears’ sales up, Ward's 
sales down during May 


Sears, Roebuck & Co. reports 
sales in May were up slightly less 
than 1 percent. It is the first sales 
increase reported by Sears since 
last October. 

The gain, Sears reports, is the 
result of intensive promotion of 
outdoor lines and special sales. 

Montgomery, Ward & Co., re- 
ports sales in May dropped 1.2 
percent. No reason for the drop 
was given. 


Cost-of-living index 
rises again in April 

The cost of living went up again 
in April. The cost of living index 
rose 0.2 percent to 123.5 percent of 
the 1947-49 average, the Labor 
Dept. reports. 
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““They’ve been making pick-ups three times 
a day since we started suggesting ““Scotcn”’ 
Brand Masking Tape with every paint sale!”’ 


a 





———— EE 





WESTERN WIRE protects the Plumber 


NO SHARP EDGES 







SAFE-T- EDGE 


perforated hanger bar 


SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 
product—at no increase in cost! All 
sharp edges removed from SAFE-T- 
EDGE. Work flows faster! Modern 
packaging reduces “handling” time 
for everyone! Speeds inventory! 
Order SAFE-T-EDGE from Western 
: Wire Products Company! 












OTHER IMPROVED 
PLUMBING PRODUCTS 


WIRE PIPE HOOKS— Standard 
and Thrift. Plain and Coppered. 
FLATTENED LAG SCREWS with bolts. 
HANDY ANDY VISE STANDS 
COTTER PINS—All sizes. 






SEND FOR CATALOG #171 





HANDY 
PACKAGES 


50’ and 100’ coils. 
Plain or galvanized. 


No. 5$/0—%/,x24 GAUGE 
No. 0000—*/,x22 GAUGE 
No. 000—/,x20 GAUGE 
No. 00—3/,x18 GAUGE 


Larger Sizes up to 1'%4''x12 Gauge 


Any size bundle 


Any length strip or coil 


2D. WESTERN WIRE 


PRODUCTS 
ST a. OUiS 4 
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MISSOURI! 













SAFETY 


oe new Sales Punch 





ei s 
9 ge ~) 4 EP A 

v 3 M c o Ss * 
“Pre-Vent”’ AYA 

Gas Wall Heater Oe | Nf ne 


with exclusive 


eramic lad * \" * Requires no chimney, 








no recessing! 
* AGA approved for 
netural, manufactured or 








Py Se a See ky eae L. P. gos! 





pecan coi Seg cae 


a 


Set 
* Trade Mark Registration Pending 


® Safe and clean as the air it ‘“‘breathes"’! 
No oxygen taken from room air! Temco's ‘‘snorkel-like’’ 
thru-the-wall vent pulls in fresh air for combustion and ex- 
hausts all combustion products directly outdoors. 


® A marvel at modernizing! 
Low enough to be mounted under most windows! Gleaming 
cabinet of neutral tan perfectly matches your customer's 
designs for modern living! 


@ inexpensive to operate! 
Provides warm-air blanket over outer walls .. . prevents 
costly loss of heated room air. Automatic self-energized 
control eliminates cold discomforts even during power failure. 


® Easy to install! 
Installs by cutting 8-inch hole through wall, connecting to pre- 
engineered vent and gas line. 


® Backed by 20-year written warranty on exclusive 
Ceramiciad* Heat Exchanger! 
Temco's exclusive porcelain enamel finish that will never 
rust out—never burn out! 


TO ANSWER YOUR INCREASED CUSTOMER 
DEMAND FOR SAFETY 


Write now, for detailed information! 


—= . 
=| TEMCO 
.mis.er 


“THE COMPLETE LINE OF OR = 
GAS HEATING EQUIPMENT” 


ROOM HEATERS © FLOOR FURNACES © WALL HEATERS © UNIT MEATERS © WARM AIR FURNACES + AIR CONDITIONING + GAS WATER HEATERS 
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Send for new 












































bs 


ossherq 


for accuracy 


Sleek new design, new selling features and—as 
always—more gun for the money. 


The only 22 caliber bolt operated rifles 
with hammerless, closed-in action. The 
only 22 caliber clip automatics that 
shoot Short, Long and Long Rifle cart- 
ridges. ‘‘Sellingest” line available today! 


— - Cafalog 
Sm F. Mossberg & Sons, Inc. 














81607 St. John St., New Haven 5, Conn. 





HARDWARE AGE 


DQ) Var Club 


(Editor’s note: The photographs of these two mem- 
bers of the Hardware Age 50-Year Club were trans- 
posed when published in the May 22 and June 5 
issues. Here the announcements are republished 


with the correctly placed photographs of Mr. Carson 
and Mr. Oom.) 


HUGH BARRETT CAR- 
SON of the wholesale di- 
vision of Barrett Hard- 
ware Co., Joliet, Ill., and 
a director of the company, 
joined Barrett’s in 1905 
when he was just out of 
high school. He held va- 
rious positions in the 
plumbing and heating de- 
partments and from 1920 
to 1948 was shop superin- 
tendent. In 1948 he joined 
the wholesale division. He 
is a Mason, and a member of the Sons of the 
American Revolution. He is a grandson of W. F. 
Barrett, founder of the company. 





JOHN G. OOM, a part- 
ner in the John G. Oom 
& Son hardware store in 
Grand Rapids, started as 
a partner at that same 
location in the firm of 
Cramer & Oom in 1908. 
Seven years later he be- 
came the sole owner of the 
business. His eldest son, 
Authur W., joined him in 
the store in 1930 and 10 
years later was made his 
partner. Mr. Oom_  con- 
tinues to be active in the business, and is at the 
store each business day from 9 a.m. until 1 p.m. 
He is a former director of the Michigan Retail 
Hardware Association and a past president of the 
Eastern-Franklin Improvement Association. He 
has been a delegate to three Republican Party 
conventions. His hobbies are traveling, garden- 





ing, and photography. 
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BOY 


coolers 





@ Rugged Construction 
... good everywhere 
men work! 


. -y - : 


@ Galvanized inset, hot 
dipped after forming 
for flaw-free finish! 


ra | 
@. 


= 
ail 
te OO 
——_ 


@ Large top opening, 
easy to ice, fill 
and clean. 


: 
% 


* 


’ ? ia 
. =, 
\ 


@ Send for complete 
information and 
booklet ‘‘Care and 
Use of Your Cooler.’ 
Write Dept. H-15. 


b 





Keep Cool, mister! with 


ARCTIC 


portable water 











THE SCHLUETER MFG. CO. * ST. LOUIS 7, MO. | 








YOU'LL SELL MORE 


“» PARKS 


SEALER-PRIMER 


(White Pigmented Shellac) 


WON'T “SETTLE” OUT 
REDUCES SPATTERING 
e SEALS, PRIMES, KILLS 

STAINS BETTER 
DRIES FASTER 


5-Gals. — Gals. — Qts. — Pris. 
FREE SAMPLE—TEST IT YOURSELF 
By the makers of PARKS Quick-Drying SHELLAC 


THE PARKS COMPANY 


NEW 
FORMULA 





23 Main Street Somerset, Mass. 




















NOW! stances 





for only “4.90 yw 


With Exclusive Push-button Loading 
and Built-In Staple Extractor. p> 





Here's the fastest selling staple gun on the 

market today. Designed especially for home 
use. Staple sizes 44°’, ,". Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


Swinglne: INC. Long Island City 1, New York 
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New Neo. 11 
DAINTY WHIRL 
BEATER with 
stainless steel 
blades and 
NYLON geors. 
Turquoise, black 
and yellow. 


No. 70 FOODWHIP 
with distinctive offset 
handle. Streamlined 
die cast frame. 


and I'll have one 
of these 


TURNER & SEYMOUR 
beaters. "' 


WISE CHOICE, TOO here 

1a LAs Md ee oo 1 

nade, modern-styied Turner 

dilelel*) 18) approval Qn sight And ioater 
in the kitchen ot ale laal = makes ? 

wise buy. Write today for complete 


profitable facts on the fast-selling T 


RELIABLE AND POPULAR 


New Eye-Appealing carvep items 


There’s a bright, new look about the famous T & S carded 
items . . . designed to stimulate more impulse buying. Here are 
just a few of the many sell-on-sight T & S products — 




















No. 57 GOURMET GRAPEFRUIT KNIFE 
CAN OPENER PICKS CORER SHARPENER 


T THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 
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Dealers Take Over Rich-Con’s Red Circle 
Stores Program; Seek Sources of Supply 


The Red Circle stores pro- 
gram started by Richards & 
Conover Hardware Co., of 
Kansas City, has been taken 
over by a dealer group now 
that Rich-Con has gone out 
of the wholesale hardware 
business. 

This group of Red Circle 
dealers will continue the 
name identification ana the 
merchandising program. 
The group now is seeking 
sources of supply. 

This taking over of the 
stores program by dealers 
themselves is part of the 
change-over of Richards & 
Conover going out of the 
general hardware wholesale 
business to concentrate on 
industrial hardware and 
steel products (HA, June 19, 
p. 105). 

Rich-Con stockholders ap- 


proved the change in com- 
pany policy at a meeting on 
June 16. Rich-Con’s general 
hardware inventory is being 
purchased by five other hard- 
ware wholesalers, the ware- 
house building near down- 
town Kansas City are for 
sale, and company offices are 
being moved to the steel 
warehouse at 6333 St. John 
Ave. 

Continuation of Rich-Con’s 
stores program has been 
taken over by the dealers’ 


organization, Circle Hard- 
wares, Inc., Wayne Mce- 
Millen, of McMillen Hard- 


ware, is president. 

This dealer group has 19 
members in the greater Kan- 
sas City area. The entire Red 
Circle group has 58 dealers 
in western Missouri, eastern 

(Continued on page 112) 





J. W. Gostele Jr. Wins 
Central States Tourney 


John W. Gostele, Jr., Mc- 
Kinney Mfg. Co., was low 
gross winner at the 20th an- 
nual golf party, June 6, of 
the Central States Hardware 
Club at the Chevy Chase 
Country Club, Wheeling, III. 
There were 86 members and 
guests in the golf tourna- 
ment and 120 for luncheon 
and dinner. 

Other winners included 
Tom E. Taubensee, Tauben- 
see Steel & Wire Co., second 
low gross; James L. Morris, 
Gates Rubber Co., third low 
gross; Dick Cashmore, Ir- 
ving S. Kemp Co., low net; 
Charles K. Wagner, Gary 
Screw & Bolt Div., second 
low net; Ray E. Minter, 
J. Wiss & Sons Co., third 
low net. 

Blind bogey winners were 
Bob Cashmore, Irving S. 
Kemp Co.; William Chis- 
holm, James Chisholm & 
Sons Co.; Charles J. Lane, 
Star Mfg. Co.; Clay F. Mer- 
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rill, Minnesota Mining & 
Mfg. Co.; Roger B. Meyers, 
John L. Chaney Instrument 
Co.; Kenneth A. Syfrit, 
Hardware World. 


Frankfurth Hdw. Co. 
Expands Sales Force 


Frankfurth Hdw. Co., Mil- 
waukee, Wis., wholesaler, 
has expanded its sales force 
for more complete coverage 
of Wisconsin. 

New salesmen added to 
the Frankfurth force are: 

Ervin Berndt, Antigo, 
Wis.; Joseph Bomber, Mari- 


nette, Wis.; Harry Gibson, 
Rockford, Ill.; Don Healy, 
Clintonville, Wis.; Paul 
Herrmann, Milwaukee; 
George Kelly, DeKalb, IIl.; 
and Walter Ramthun, Madi- 
son, Wis. 


All of the newly appointed 
salesmen are former mem- 
bers of Pritzlaff Hardware 
Co., Milwaukee wholesaler 
that recently changed hands. 
(See HA June 5, p. 113.) 


Neal Jones Acquires 
Craig & Shoffner Co. 


Neal O. Jones has pur- 
chased the capital stock of 





NEAL O. JONES 


Craig-Shoffner Hardware 
Co., Nashville wholesale and 


retail firm, recently moved 
to Madison Square Shopping 
Center, Madison, Tenn. 

Mr. Jones bought the stock 
from Elmer Kent, who will 
remain with the firm as sales 
supervisor. 

Officers of the 
Mr. Jones, president; Mrs. 
Neal O. Jones, vice-presi- 
dent; J. C. Schutt, secretary- 
treasurer. 

Mr. Jones was vice-presi- 
dent from 1955 on of Taylor 
Hardware Co., Pensacola, 
Fla., and now has sold his 
interest in that business. 

Mr. Jones began his whole- 
sale hardware career with 
Moore-Handley Hardware 
Co., Birmingham. Later he 
was promotion manager of 
Orgill Bros. & Co., Memphis 
wholesaler. 


firm are 





Ace Credits Modernization, Enlarging 
Programs For Sales Boost At Member Stores 


Ace Stores personnel, 
numbering 875, attended the 
Ace Stores summer conven- 
tion and toy show June 8 
through 10 at Ace headquar- 
ters in Chicago. Stores’ at- 
tendance was 100 percent 
from the group which covers 
an 11 state area. 





Sales of toys were said to 
be the largest on record. 
Most stores in the Ace 
group reported sales in- 
creases over last year with 
80 percent of the Wisconsin 
stores reporting gains. 
Richard Hess, president of 
(Continued on page 114) 


There were 875 Ace stores personnel in attendance at their recent 
summer convention and toy show. Most are shown here at one of 


the business sessions. 
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Janneys Leases Space 
For Floor Coverings 


Janney, Semple, Hill & 
Co., Minneapolis wholesaler, 
has established a new floor 
coverings division and has 
leased space in St. Paul to 
distribute the Congoleum 
Nairn line. Address of the 
newly leased building is 1750 
Thomas Ave. 

The floor coverings divi- 
sion will be known as the 
Janco Division of Janney, 
Semple, Hill & Co. It will 
serve Minnesota, Wisconsin 
and Iowa. 

Orders will go directly to 
the St. Paul location for fill- 
ing and billing. Janco will 
have its own salesmen who 
will sell only merchandise 
stocked at St. Paul. The new 
division will operate as a 
separate business under the 
direction of Janneys. 


Challenger Publishes 
Sales Policy Statement 


A published statement of 
the firm’s sales policies is 


being distributed by 
lenger Lock Co., Los 
geles. 

Sales manager Robert 
Cerf explains, “We've heard 
our customers complain 
about a general lack of a 
clear sales policy in the in- 
dustry. We want every cus- 
tomer to know exactly what 
to expect when he’s dealing 
with us.” 

The policy statement also 
covers company procedures. 


Chal- 
An- 


Arvin Buys J & L's 
Ironing Table Line 


Arvin Industries, Inc., Co- 
lumbus, Ind., has purchased 
the ironing table business of 
Jones & Laughlin Steel Corp. 

Included in the sale are 
the trade names Met-L-Top 
and Glide-Easy, patents, de- 
signs, tools and equipment, 
materials and supplies and 
finished goods. 

Machinery and equipment 
will be moved to Arvin’s 
ironing table plant in N. 
Vernon, Ind. 





Biggest Summer Housewares Show On Record 
Will Test Recovery of Economy, July 7-11 


In just a few days some 


20,000 dealers, wholesalers 
and manufacturers will head 
for Atlantic City’s Conven- 
tion Hall for the biggest 
summer housewares show in 
history, according to the Na- 
tional Housewares Manufac- 
turers Assn. Dates are July 
7-11. 

But this year, the show is 
more than just an exhibit 
of new wares. It is expected 
to be the bellwether for the 
rest of the year in hardgoods 
lines. 

Many signs indicate the 
recession is past the low 
mark, and that sales are on 
the upgrade again. If a note 
of confidence sets the pace 
for the show, a summer sales 
record could be set. Many 
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dealer and wholesalers are 
going to Atlantic City with 
rock-bottom inventories 
eager to buy. 

Convention facts: 

Six hundred sixty manu- 
facturers’ wares on display, 
as against 615 last year. 

Display booths on 
levels: lower, main, 
and ballroom. 

Show open daily 9 to 5, 
closes at noon on July 11. 

Opening day will be eli- 
maxed by NHMA’s summer 
housewares show reception, 
from 6 to 8 p.m. in the Amer- 
ican Room, Hotel Traymore. 

HARDWARE AGE booth No. 
227 offers you relaxation for 
tired feet, telephone service, 
a place to store belongings, 
and an information center. 


four 
stage, 


1958 


DEALER BRIEFS: 





California Dealer Opens A Branch Store; 
Farson Buys Snapps Hardware In Charlotte 


Phoenixville, Pa.—Phoenix 
Supply Co., 317 Bridge St., 
was completely destroyed by 
fire in March during one of 
Pennsylvania’s worst snow 
storms. But, owner John C. 
Milligan and his son-in-law, 
Robert Greenwood, have 
bounced back and are re- 
building the store. The firm 
plans to operate in tempor- 
ary quarters across the street 
until the grand opening of 
its rebuilt and modernized 
store sometime in August. 


Mason City, lowa—Boom- 
hower Hardware recently 
completed major renovations, 
and had a “2 Big Value 
Days” celebration to mark 
the event. An all-new front, 
mostly glass, was installed. 
The store’s basement was re- 





H. B. Jackson Directs 
Clemson Bros. Sales 


Hugh B. Jackson has been 
named general sales man- 


HUGH B. JACKSON 


ager of Clemson Bros., Inc., 
Middletown, N. Y., and its 
affiliate, the Victor Saw 
Works, Inc. 

Before joining Clemson as 
district sales manager in 
Kansas City, four years ago, 
he was with the Shirley 
Corp., Indianapolis. 


modeled, and several other 
departments have been en- 
larged or refurbished. Suc- 
cessful sale days featured 
cooking and appliance dem- 
onstrations, refreshments, 
gifts, door prizes, and low 
sale prices in every depart- 
ment. Large newspaper ads 
built traffic by featuring 
giveaways, free delivery, and 
easy credit terms. 


Covina, Calif—Builders 
Emporium of Van Nuys, 
Calif., has opened a branch 
at 1010 W. San Bernardino 
Road with a three-day open- 
ing. William Grable man- 
ages the new branch store. 
The assistant manager is 
Charles Perrin. 


Lacrosse, Wash.—Mr. and 
Mrs. Fred Tirk have pur- 
chased the hardware depart- 
ment of Lacrosse Hardware 
from C. O. Camp who will 
retain the farm implement 
department. The Tirks will 
operate as Tirk’s Lacrosse 


(Continued on page 112) 


Visit Hardware Age 
at the Housewares 
Show 


At the Atlantic City 
housewares show, July 
7-11, HARDWARE AGE 
booth No. 227 is your 
home away from home. 
There are telephones 
and a message center 
at your disposal. Stop 
in for a chat or just 
to rest your tired feet. 
We'll store your be- 
longings, and we will 
have plenty of easy 
chairs. For relaxation 
or information, it’s 
booth No. 227. 
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JOHN 8. BUCKLEY 


JOHN C. LEE 


@ John H. Graham & Co., Inc., New York representative, 
has elected John S. Buckley vice-president. Mr. Buckley 
joined the Graham firm in 1945. In 1946 he became assistant 
export manager and in 1956 he was elected account vice- 
president of garden tools. 


® Charles J. Connors Co., Minneapolis, Minn., representa- 
tive, has appointed Robert F. Lohr to its staff. Mr. Lohr, 
formerly with True Temper Corp. will handle sales pro- 
motion for manufacturers represented by Connors Co. 


@ John C. Lee, Wooster, Ohio, has become a manufactur- 
ers’ representative covering Ohio. Mr. Lee was with Rub- 
bermaid, Inc., Wooster, from 1948 until his resignation 
July 1. 





Rain-Vert Co., Detroit, Mich.—New York state, New En- 
gland and northern New Jersey to William W. White & 
Co., Inc., New York City. 







Dick Bros., Inc., Reading, Pa.—Missouri and southern 
Illinois territory to Hoeynck Sales Agency, St. Louis. 
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Retailers Take Over 
Red Circle Program 


(Continued from page 110) 


Kansas with a few in Wyo- 
ming and New Mexico. Total 
sales are about $1% million 
a year. 

Circle Hardwares, Inc., 
currently is negotiating with 
hardware wholesalers for 
sources of supply. These 
dealers plan to continue 
their program of store iden- 
tification with the Red Circle 
emblem, and joint advertis- 
ing. 

Mr. McMillen points out 
that the Kansas City dealers 
have worked well together. A 
committee of four members, 
rotating each month, selects 
items to be featured in news- 
paper advertisements, and 
the other dealers have co- 


operated in this program. 

“Hardware dealers must 
realize they are not fighting 
each other,” Mr. McMillen 
said, “but that their big com- 
petition is from chains and 
supermarkets.” 

In the Rich-Con organiza- 
tion Herman H. Kuehlke re- 
mains as board chairman 
and Samuel L. Sawyer as 
president. Dudley H. Pace is 
director of sales and assis- 
tant general manager. Win- 
ston R. Klamm is director 
of purchases for the indus- 
trial division. 

Lee Miller remains as 
credit manager; Herbert 
Ferney as director of steel 
purchases and operations 
manager; Andy Sharp in 
charge of the industrial sales 
office. Tom O’Neill is man- 
ager of the Oklahoma Floor 
Covering Co. division. 





DEALER BRIEFS: 





(Continued from page 111) 


Hardware. Mr. Camp will 
conduct business under the 
name of Lacrosse Hardware. 
Mr. Tirk was employed in 
hardware stores in the Spo- 
kane area. 


Charlotte, N. C.—G. P. 
Farson has purchased 
Snapp’s Hardware & Vari- 
ety at 1919 Commonwealth 


Ave., and will change its 
name to Farson’s Hardware 
& Variety. 


Point, Mich.—Wil- 
lam A. Wilson and his 
brother Avery V. have 
opened the Grosse Point 
Supply Store at 16915 E. 
Jefferson Ave. 


Grosse 


Walthill, Neb.—Rodger M. 
Peterson, Elm Creek, Neb., 
has purchased the Racely 


Hardware Store. 
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Hardware Square Club’s 28th Di 


The Hardware Square Club held its 28th Annual Shore Dinner at New York's Sherat 
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on Astor Hotel May |. The dinner had a Hawaiian theme. 
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—_—___—_—_—_——News of the Trade — 


brief reports of 
MANUFACTURERS SALESMEN 


@ Aluminum Safety Products, Inc., New York City—John 
A. Wagg, from eastern regional sales manager for Ehret 
Magnesia Mfg. Co., Valley Forge, Pa., to product sales 
manager for Aldek aluminum scaffolds, stages; Donald M. 
Werner, from tool design engineer with Gruman Aircraft 
Engineering Corp., to sales engineer to specialize in field 
engineering. 


@ Savage Arms Corp., Chicopee Falls, Mass.—George M. 
Michaels, promotional representative with headquarters in 
Memphis, to Dallas territory representative for sporting 
arms and lawn mowers. He will cover large portions of 
Texas and adjoining states. 


@ Kennatrack Corp., Div. Ekco Products Co., Elkhart, Ind. 
—Sidney H. Sterne from district manager of the North 
Carolina, Georgia and Florida territory for Autoyre Co., 
an Ekco division, to Houston-Memphis-Oklahoma territory 
representative. 


@ O’Brien Corp., South Bend, Ind.—Frank M. Myers to 
most of Iowa; John L. Forslund to Colorado; Robert H. 
Fitzhenry to New York City and Long Island. All three 
men are new additions to the sales organization. 


@ Stanley Hardware Div., Stanley Works, New Britain, 
Conn.—Ronald Klug, former hardware buyer with John 
Pritzlaff Hardware Co., Milwaukee wholesaler, to Wiscon- 
sin and the upper peninsula of Michigan; Thomas P. Whyte 
from Wisconsin and part of Michigan to Michigan. 


@ Autoyre Co., Div. Ekeo Products Co., Chicago—Meyer 
Fleishman, former Michigan salesman, to Chicago district 
manager. He succeeds Bruce A. Littman, who was named 
sales manager of Ekco’s stainless steel sink division. 


@ Adelphi Paint & Color Works, Inc., Ozone Park, N. Y.— | 
Al Krupp to western New York state trade sales represen- | 


tative; J. Hugh Orvin to trade sales representative in 
southern regional area. 


@ Mirro Aluminum Co., Manitowoc, Wis.—William H. Cat- | 


lin, former assistant housewares buyer for Halle Broth- 
ers Co., Cleveland, to representative covering northern Ohio. 


@ Clemson Bros., Inc. and Victor Saw Works, Inc., Middle- | 
town, N. Y.—Arthur F. Luehrs, former Chicago area sales | 


representative for Shapleigh Hardware Co., St. Louis 
wholesaler, to district sales manager in Kansas City area. 


@ King O’Lawn, Inc., Southgate, Calif.—E. C. Stedman, 


Jr., from factory training program to eastern U. S. repre- | 


sentative. 


@ X-acto, Inc., Long Island City, N. Y.—Daniel B. Katz, 


former New York regional] representative, to metropolitan 
Chicago, Milwaukee and Minneapolis. 


@ Kwikset Sales & Service Co., Anaheim, Calif.—Marvin 
J. Setzer, formerly with Potlatch Forests, Inc., to cover 
Arizona and New Mexico. 


@ Versa Products Co., Lodi, Ohio—Paul Landefeld, for- 
merly of Better Business Bureau, Akron, to jobber and 
dealer sales representative. 


@ South Bend Tackle Co., South Bend, Ind.—Vic Brant, 
former customer relations man, to Michigan, Indiana and 
northern Ohio sales representative. 


® Master Mfg. Co., Cleveland, Ohio—Irving Strickler to 
metropolitan New York and northern New Jersey. 
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Give your houseware 
sales a big boost with 
new poly wrapped 
PRO-TEX stove mats 


Patterns in the poly 
wrapped line include: 
Chrome Star, Stain- 
less Steel, Peari-tex, 
and the new Wood 
Grain. 


Ask your jobber to 
show you this excit- 
ing new line today! 


THE FIRST COMPLETELY NEW STOVE 
MAT MERCHANDISING IDEA IN YEARS! 


noly wrapped 


metal and asbestos 


STOVE MATS 





GLAMORIZES stove mats... makes 
them sell faster. 


PREVENTS counter soilage ... dirt... 
scratches . . . marring. 


REDUCES costly markdowns. . . in- 
creases profits. 


KEEPS them constantly fresh... 
appealing . . . salable. 


SELF-SELLING, illustrated, tatter- 
proof label on each mat. 


ONE YEAR WARRANTY on every 
poly wrapped stove mat. 
A famous PRO-TEX exclusive. 

















NEW! vou asked for it. Here it is! 
WOOD GRAIN 


Beautiful pattern for every kitchen. Avail- 
able in both light and dark grain. Comes in 
new poly wrap. 






SEE US AT THE | BOOTHS 
HOUSEWARES SHOW | 660-662 
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Keystoners Entertain; 
Carl Kins Shoots Ace 


Of the 199 golfers at the 
2ist anniversary party of 
The Keystoners, June 13, 
one made real news. 

Carl Kins of R. F. Willis 
Co., Inc., Penns Grove, N. J., 
wholesaler, made a _ hole-in- 
one. 

The golf tournament was 
held at Manufacturers’ Golf 
& Country Club, Oreland, 
Pa. The party attracted 430 
members and guests. 

E. Ermish was low-gross 
winner with a 75. C. Sutlive 
was runner-up with a 78. 
W. Beaver with a 70 was 
low-net handicap winner, E. 
Edgerly with 71 being the 
runner-up. 


Canter Names Schwinger 
As Department Manager 


L. Canter & Son, Inc., 
Philadelphia wholesaler, has 
appointed Herb Schwinger 


ie 





HERB SCHWINGER 





nacisibinie News of the Trade 


manager of its lighting fix- 
ture department. 

Mr. Schwinger has been 
in the lighting field for 30 
years, and started a lighting 
fixture department in Magen 
Hardware Co. in 1946. 


Ace Hardware Credits 
Modernization Program 
(Continued from page 110) 


Ace, credits the reported in- 
creases to the intensive Ace 
campaigns to remodel and 
refixture to self-service and 
enlarge all stores to super 
operations. 

The organization’s retail 
advertising program was 
also stepped up. It includes 
six circulars, three 40-page 
booklets, a series of full page 
ads in metropolitan news- 
papers and a monthly mat 
service. 

Ace is adding additional 
warehouse space to take care 
of the store expansion pro- 
vram. 


Johnston Names Boyce 


E. L. Boyce has_ been 
named plant manager of the 
Johnston Lawn Mower Corp., 
Brookhaven, Miss. Mr. Boyce 
had a wide range of power 
mower background = with 
leading manufacturers prior 
to a long association with 


Johnston. He succeeds L. E. 


Oberdick, who 
signed. 


recentiy re- 








“Get The Lead Out’ To Beat The Recession 


Early this year there was a lot of recession talk going around. To 
combat it. E. Rabinowe & Co., Inc., wholesaler of Yonkers, N. Y.., 
and Middletown, Conn., started a first quarter "Get The Lead Out" 
contest for its solesmen. Al Reno, right, won the award and proved 
there are plenty of sales to be made if you go after them. Ed 
Stites, left, manager of the firm's Middletown branch presents the 


award. 
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OBITUARIES 


R. K. Davis 


R. K. Davis, 94, president 
of Davis Supply Co., Inc., 
Boise, Idaho, wholesaler, 
died May 9 at his home in 





R. K. DAVIS 


Boise. Mr. Davis, in part- 
nership with his late brother, 
Sam T. Davis, organized 
Idaho Hardware & Plumbing 
Co. Boise, in 1902. He sold 
the business in 1944 and 
formed Davis Supply Co. 
with several associates. 


Donald A. Kohr 


Donald A. Kohr, 81, re- 
tired board chairman of 
Lowe Brothers Co., Dayton, 
died at Miami Valley Hospi- 
tal, Dayton, June 14. Mr. 
Kohr joined Lowe Brothers 
in 1901 as a chemist. He be- 
came president in 1927 and 
chairman of the board in 
1954. He retired in 1956. Mr. 
Kohr was a past president 
of the National Paint Manu- 
facturers Assn. and an ex- 
ecutive committee member of 
the National Paint, Varnish 
and Lacquer Assn. 


H. Franklin Barrus 


H. Franklin Barrus, 71, 
joint managing director, 
E. P. Barrus, Ltd., London, 
England, representing Amer- 
ican tool companies in En- 
gland, died June 4. A native 
of Athol, Mass., he was at 
one time sales manager of 
Union Twist Drill Co. in that 
city. He moved to London 
in 1922 to join his uncle in 
the Barrus firm. 


James R. Chambers 


James R. Chambers, re- 
tired owner of the former 
James R. Chambers Hard- 
ware Co., Troy, N. Y., died 









May 30 in Samaritan Hospi- 
tal, Troy, after a long ill- 
ness. Mr. Chambers suc- 
ceeded his father, who 
founded the firm 80 years 
ago, as proprietor. He retired 
10 years ago. 


F. W. Unfug 


F. William Unfug, 69, 
Walsenburg, Colo., hardware 
dealer, died recently after 
an extended illness. He 
joined his father in the Bax- 
ter Hardware store in Wal- 
senburg as a young man. 
Thirty-three years ago he 
started his own hardware 
store. 


Herbert F. Rorer 


Herbert F. Rorer, hard- 
ware dealer in Hopewell, 
N. J., died recently after a 
lengthy illness. He operated 
his own store for 32 years. 


William H. Noelting 


William H. Noelting, pres- 
ident of Faultless Caster 
Corp., Evansville, Ind., died 
May 22. Mr. Noelting is a 
past president of the Ameri- 
ean Supply & Machinery 
Manufactuers’ Association. 


Oscar C. Ewell 


Oscar C. Ewell, 54, Preble, 
Ind., hardware and imple- 
ment dealer for 20 years, 
died May 28 following a long 
illness. 


Henry C. Wienecke 
Henry C. Wienecke, 8&7, 
Glencoe, Ill., hardware 


dealer for 56 years died May 
99 


Edward Zeitler 


Edward Zeitler, 50, Cecil, 
Wis., hardware dealer, died 
recently in the Shawano 
Municipal Hospital. 


Lew Abramson 


Lew Abramson, 74, former 
Far Rockaway, N. Y., hard- 
ware dealer, died recently. 


Ernest Drew 


Ernest Drew, 80, owner of 
Rosemead Hardware, 
Angeles, died June 2. 


Los 
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EUGENE J. SULLIVAN 


Borden Chemical Names 
New Vice-President 


Borden Chemical Co., New 
York City, has elected 
Eugene J. Sullivan executive 
vice-president. He had been 
vice-president in charge of 
sales for the company since 
January, 1957. 

He succeeds H. H. Clarke, 
Jr., who recently left Borden 
Chemical to become presi- 
dent of Dyna-Therm Chemi- 
cal Corp., Culver City, Calif. 


Chattanooga Elects 
Robert C. Gundaker 


Robert C. Gundaker has 
been elected vice-president in 





ROBERT C. GUNDAKER 


charge of sales and advertis- 
ing for Chattanooga Royal 
Co., Chattanooga, Tenn. 

Mr. Gundaker was with 
Sunbeam Corp. for 11 years 
in field and sales manage- 
ment positions before joining 
Chattanooga. 


San Francisco Club 
Elects New Officers 


The San Francisco Pot & 
Kettle Club elected a new 
slate of officers for the com- 
ing year at its June 13 meet- 
ing in the Merchandise Mart. 

Bob McCarty of Cal-Dak 
Mfg. Co. was elected presi- 
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dent of the housewares 
group. 

Other new officers are: 
Jim Collins, manufacturers’ 
representative, first vice- 
president; Calvin Lewis, 
Charles G. Putnam Co., sec- 
ond vice-president; Tom 
Payton, Cory Corp., trea- 
surer; Jerry Stanton, John 
Oster Mfg. Co., correspond- 


ing secretary; Charles 
Poetzl Silex Co., recording 
secretary. 


New directors are: retir- 
ing president Richard Gran- 
nis, Grandco Sales; Art Nus- 
baum, Nusbaum Wholesale 
Hardware; Max Fisher, 
Mart Enterprises, Leon 
Beck, Empire Brushes, Inc.; 
Jerry Kingsley, manufactur- 
ers’ representative. 


Olin Mathieson Elects 
Hurley And St. Clair 


W. Miller Hurley has been 
elected a corporate vice-pres- 
ident of Olin Mathieson 
Chemical Corp., New Haven, 
Conn. 

Mr. Hurley, who was divi- 
sional vice-president and 
general manager of the Win- 
chester-Western Division of 
the chemical firm, continues 
as general manager of the 
division. 

Rodman A. St. Clair has 
been elected divisional vice- 
president of the Winchester- 
Western Division. He has 


‘been assistant general man- 


ager of the division since 


1956. 


Campbell Chain Elects 
Hally Vice-President 


Albert A. Hally was re- 
cently elected vice-president 
for marketing by Campbell 
Chain Co., York, Pa. He 
joined the company in 1954 
as sales manager. His elec- 
tion is one of a series of 
changes in the marketing 
group to broaden markets. 

Prior to joining Campbell 
Chain, he was director of 
sales planning for the Per- 
macel Tape Div. of Johnson 
& Johnson. 


Roller Skates Dropped 


Winchester- Western Divi- 
sion, Olin Mathieson Chemi- 
cal Corp., New Haven, 
Conn., has discontinued pro- 
duction of Winchester side- 
walk roller skates. The Win- 
chester line of 
been produced for 40 years. 


News of the Trade 


skates has: 





New England Iron & Hardware Association 
Elects New Officers, Directors For Year 


The stockholders and di- 
rectors of the New England 
Iron & Hardware Assn., Bos- 
ton, Mass., held their annual 
meeting recently and elected 
new officers and directors for 
the coming year. 

J. Vincent Burns, Waite 
Hardware Co., was elected 
president of the association. 

William T. Ryan, Jr., Cut- 
ter, Wood & Sanderson Co., 
was elected vice-president. 

Henry J. Lamb has been 
named secretary-treasurer. 

Directors elected for the 
year are: 

F. T. Blake, Jr., George 
F. Blake, Inc.; W. H. Bowe, 
Jr.. Herrick Ca: C. F. 


Bragg, 2nd, N. H. Bragg & 
Sons; Mr. Burns; M. P. 
Butts, Butts & Ordway Co.; 
A. H. Chase, Chase, Parker 
& Co., Inc.; W. T. Cleveland, 
Emery-Waterhouse Co.; 
J. H. Congdon, 2nd, Congdon 
& Carpenter Co. 

Also, J. F. Donahue, 
Chandler & Farquhar Co.; 
G. W. Farr, Decatur & Hop- 
kins Co.; R. J. Pugsley, Hall 
& Knight Hardware Co.; 
R. H. Russell, J. Russell & 
Co., Inc.; Mr. Ryan; 8S. J. 
Simons, S. Simons Hardware 
Co.; E. L. Walker, Edwards 
& Walker Co.; R. H. Watts, 
Bigelow & Dowse Co. 








ANDREW J. KOVACH 


Kovach Appointed By 
Washington Forge 


Washington Forge, Inc., 
Englishtown, N. J., has 
named Andrew J. Kovach 
national sales manager. 

Mr. Kovach has served as 
national accounts manager 
for Proctor Electric Co., 
Philadelphia, and is well 
known throughout the house- 
wares industry. 


Red Devil Appoints 


Austin Sales Manager 


William O. Austin, Jr., has 
been appointed sales man- 





WILLIAM 0O. AUSTIN, JR. 





ager of Red Devil Tools, 
Union, N. J. 

Mr. Austin joined Red 
Devil in 1950 as _ district 


manager in the Philadelphia 
office. He then was Los An- 
geles district manager and 
later western regional man- 
ager in charge of 11 states. 





R. W. WINTERS 


R. W. Winters Elected 
American Screen VP 


R. W. Winters has been 
elected vice-president and 
general manager of Ameri- 
ean Screen Products Co., 
Northlake, Ill. He will direct 
all selling and manufactur- 
ing activities. 

Mr. Winters continues as 
a director of the firm and of 
Metal Screens Corp. and 
American Screen Products 
Co. of California. 


Murphy Buys All-Kraft 


R. Murphy Co., Ayer, 
Mass., has purchased All- 
Kraft Knife Co., Des Moines, 
Iowa. The All-Kraft knife 
will be manufactured in 
Ayer, as the All-Kraft. 


115 








Classified Opportunities Section 





CLASSIFIED ADVERTISING RATES 


Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words.......... $5.00 
Each additional word.......... .10 
Positions Wanted 
(Special Rate) set solid, maximum 
PRS PT SEY PSY 5 Saree) 2.06 
Each additional word ......... 05 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
cotalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted Representatives Wanted 


Representatives Wanted 











Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





SALES REPRESENTATIVES 


One of America’s largest wholesalers of Plumbing 
Specialties, housewares, and garden goods has terri- 
tories open. Line competitively priced. Many leads 
available in open territories. Apply—Listing lines 
handled, experience and territory covered. 


GROSS PLUMBING & RUBBER CO., INC. 
Dept. 69, 135 So. 2nd Street Philadeiphia 6, Pa. 









HARDWARE SALESMAN WANTED 


Full time or side line to call on established 
and new accounts in Metropolitan and Chicago 
Area on Hardware Specialty, Picture Frame, 
Drapery, Variety, Hardware, Dept. Stores, all 
prospects in trade. Drawing and Commission 
to right man. Firm in business over 75 years. 
Supply full details. Confidential. 

Address Box G-17, care of HARDWARE AGE 

Chestnut & S6th Sts., Philadelphia 39, Pa. 








CABINET HARDWARE 


Expanding market now makes choice 
line available many territories. Sales 
cover Wholesale, Choice Retail, Lumber 
Yards and Cabinet Shops. This is our 
first advertisement this year. 


Address Box F-22, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED 


Exclusive protected territories. Representatives 
callling on lumber yards, hardware, and building 
supply houses. Unique wall ventilator which eim- 
inates mildew, dampness, and of paint. 
This ventilator is patented, aad F. H. A. ap- 
proved. (No competition) Excellent commission 
paid om all orders and reorders. Write Vent-A- 
_ Inc., 429 WN. W. Ist Ave., Ft. Lauderdale, 
orida. 








EXCLUSIVE SALES TERRITORIES 


Largest Do-It-Yourself line of Wood, Brass, 
Iron, Folding and Tubular legs and furniture 
parts. Many territories have active accounts. 
— oe agg sales experience, trades and 
rea actively ing covered d ii : 
rently handled. . 8 =o leg 
Address Box G-18, care of HARDWARE 
Chestnut & 56th Sts., Philadeiphia 39, ta 








HARDWARE SALESMAN 


lf you want to add to your income by selling 
on established ‘Time Tested"' packaged wood 
preservative, write to: 


AMERICAN CELURE WOOD 


PRESERVING CORP. 
P. ©. Box 3262, Jacksonville, Fis. 











EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 


placement semen soon item packaged for 


sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique domonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





_REPRESENTATIVES WANTED BY MAN. 
UFACTURER of high quality line of wax appli- 


cators, buffing bonnets, imported chamois, and 
cleaning pads. Many fully protected territories 
open. Advise territory cove and lines carried 


in first letter. All replies strictly confidential. 
Address: Box E-33, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


WANTED — EXPERIENCED CUTLERY 
SALESMAN to sell our line in Exclusive terri- 
tory. Many well established accounts. 
tractive proposition for the right man. Write 
giving full background to Queen Cutlery Com 


sey. 





MANUFACTURERS’ REPRESENTATIVES 
WANTED. Manufacturers’. Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
field men working, num of wholesale ac- 
counts being sold. Most territories open. Reply: 
CONSOLIDATED PIPE OMPANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 





CORD SHORTENERS. Representatives 
Wanted for Cord Shorteners. State lines now 
carried. Address: Box E-38, care of HARDWARE 


Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURER OF A HIGH QUALITY 
and Competitive Line of Cabinet Hardware wishes 
represezitation in the following areas: Colorado, 
Oklahoma, Louisiana and Mississippi. Men who 
are calling on the retail lumber dealers, contract 
hardwares and kitchen cabinet manufacturers send 
us all particulars and lines you are now handling 
in first letter. Address: x F-27, care of Harp- 


gy Ace, Chestnut & 56th Sts., Philadelphia 
JI7, a. 





SALESMAN PLUMBING SPECIALTIES 
to sell for established national distributors ex- 
clusive territory, commission. Write full 
details with references. Replies confidential. 
Akron Supply Co., Inc., 216 Grand Street, 
Brooklyn, New York. 
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WANTED REPRESENTATIVES calling di- 
rectly on Hardware and Builders Supply outlets. 
Established and rapidly expanding line of Signs 
for the home. Liberal commissions. Exclusive 
territories. Southeast and West of Mississippi 
open. Address: Box G-10, care of Harpwarr 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED SALESMEN to sell our low priced 
fast selling Quality Hardware. Commission on 
steady repeat orders. S. S. Jobbing House, 96 
Prince St., New York 12, New York. 





LIMITED NUMBER OF TERRITORIES 
still available for manufacturer’s agents contact- 
ing all types of volume buyers. Three top hard- 
ware-houseware specialties in 39¢-89¢ bracket. 
All fast movers with large t percentage. In 
store displays. Trade advertising support. Adver- 
tising allowances. Many established accounts. 
Clover Products, 1141 Atlantic Ave., Rochester 9, 
New York. 








: | largest 
Very at- | S 


: : | State age and experience. 
pany, 10 Commerce Court, Newark 2, New Jer- | S 8 d expe 





WANTED 


Qualified sales representatives to sell com- 
plete line of Chain Saws. Established prod- 
ucts of competitive quality and price. Exclu- 
sive territories open to the right representatives 
or selling organizations. State present lines and 
length of service. Selling season beginning 
NOW, so act fast. 

Address Box G-i6, care of HARDWARE AGE 
|___ Chestnut & 56th Sts.. Philadelphia 39. Pa. 








BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
per coated BB's wants representation. 
Most territories open. 


Address Box C-20, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALESMEN — HARDWARE. One of the 
distributors in the east needs several 
salesmen in Northampton, Berks, Luzerene and 
Schuylkill Counties. All replies kept confidential 
Must have car. Com 
mission. Address: Box G-12, care of Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





SALESMAN WANTED BY MANUFAC 
TURER OF LOVOLOR venetian blinds. Man 
now calling on trade in the Bronx, Westchester 
and Putnam Counties. We also make wood, steel 
and competitive priced aluminum venetian blinds 
Address: Box G-13, care of Harpware AGe 
Chestnut & 56th Sts., Philadelphia 39, Pa 








ARE YOU SELLING PLUMBING and Heat- 
ing Contractors—Hardware Stores and other di 
rect outlets? Manufacturer of Plumbing Brass 
Goods—full line—seeks experiencei commission 
representative for the New England States. Ad- 
dress: Box G-14, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


—_— 


MANUFACTURER OF FULL LINE 
PLUMBING Cast and Tubular Brass Goods— 
now selling DIRECT—to Plumbing and Heating 
Contractors—Building and Lumber and Hard- 
ware Stores—seeks experienced commission rep- 
resentatives for most parts of the U. S. Ours is 
a major line on Plumbing Brass Goods. Ad- 
dress: Box G-15, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








SALES REPRESENTATIVES WANTED— 
call on jobbers—new by gift item—all terri- 
tories open. Address Box G-27, care of Harp- 


_— Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 
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Representatives Wanted 





Accounts Wanted 


Business Opportunities 





PRIME MANUFACTURER BRIGHT WIRE 
HARDWARE, wire forms, packaged hardware, 
bundled hardware, seeks representation to dis 
tributors, jobbers, chains, for the following terri. 
tory: Southeastern States, Southwestern States, 
Western States, New England States and Can 
ada. Give full particulars of your sales organi 
zation. Address Box G-21, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURER’S AGENT AND SALES 
REPRESENTATIVE wanted by leading national 
manufacturer of Aluminum products—to sell line 
of home improvement products to building spe 
cialty, lumber and hardware fields. Lucrative op- 
portunities. Write stating experience, type ot 
lines presently handled and exact territory ser- 
viced. Address: Box G-26, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





Accounts Wanted 








Consistent, Conscientious, Concentrated 


coverage of metropolitan 
New York and New Jersey 


BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 








REPRESENTATIVES 


Covering all phases of jobbers. 

aggressive service. We are national distritators with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louls- 
ville. We carry the account or you can bill direct. 
Inquiries invited WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














NEW LINES WANTED 


Leng established Whelesaler wants good new items 
to be sold te dealers in oe - Pieture Frame, 
Drapery. Variety, Builders, ete. Cover Metropolitan 

and Chieage Area. Stable good profit items desired. 
Mail full particulars te 


E. Silverman Sons 
323 W. RANDOLPH STREET 
CHICAGO 2, ILLINOIS 














MICHIGAN established Manufacturer’s Rep- 
resentative can give your account regular presen- 
tation to Hardware and Housewares wholesalers 
and related trade. Line must be established and 
pay its own way. Manpower will be added if 
necessary. Address: Box F-15, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





———— — 


UNIQUE OPPORTUNITY FOR MANU 
FACTURER with item or line desiring nation- 


wide or regional sales coverage. We are manu- 
facturers distributing our own line of house- 
ware specialties throughout U. S. covering job- 
bers and chains in hardware, houseware, variety, 
drug, supermarket, etc. Will accept one or two 
accounts for distribution through our 41 salesmen. 
Address: Box G-19, care of HaArpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








AGGRESSIVE, EXPERIENCED MANUL- 
FACTURERS’ AGENT offers thorough cover- 
age to the wholesale hardware /housewares trade, 
contractor and industrial supply trade, and gar 
den supply trade in New York-New Jersey 
metropolitan area. I will give your line com- 
plete coverage in this important market. Address: 
Box G-28, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


—_—__— -- 





MR. SALESMANAGER. 30-year-old Sales- 
man 1U years in wholesale selling to top Hard 
ware, Paint and Building Supply Jobbers. lias 
started as Manufacturer Agent Eastern Penna., 
Southern New Jersey, Delaware, Maryland and 
Washington, D. C. lf you have a quality line 
we both could benefit if you contact Address: 
Box G-23, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





“MICHIGAN” Manufacturers agent covering 


wholesale hardware and rack jobbers. Excellent 
coverage of this state. Detroit Resident. Ad 
dress: Box F-33, care of Harpware Ace. Chest 


nut & Sé6th Sts., Philadelphia 39, Pa. 





ESTABLISHED THREE-MAN agency serv- 
ing Missouri, Kansas, lowa and Nebraska de 
sires additional hardware line for sales to hard- 
ware and industrial wholesalers. Warehouse 
available. Reply Address: Box G-11, care of 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





NEWLY ESTABLISHED MANUFACTUR 
ERS agency organized by experienced factory 
representatives desires additional lines for Texas. 
Three men with good following thoroughly cover 
ing dealers and jobbers. For the best reps write 
——e P.O. Box 3154, Bellaire (Houston) 

exas. 





Business Opportunities 








BUSINESS OPPORTUNITIES 


General Hardware—Tools (Skill Distributor). Lecated 
in Fastest growing County on West Coast of Florida. 
As per U.S. News Report) Reason for selling— 
Retiring. Inventory Cost $35,000.00. Fixtures—Equip- 
ment—Truck $10,000.00. Annual Barnings approx 
$12,000.00 to $15,000.00. Property can be purchased 
or leased. Terms can be arranged. 
Address Box F-34. care of HARDWARE AGE 
Chestnut & S6th Sts.. Philadeiphia 3, Pa. 














NEW JERSEY 


Hardware business for sale, located in South 


Jersey. Inventory approximately $35,000.00. 
Grossing over $60,000.00. Reasonable rent. 
New building and modern (fixtures. 1200 
square feet of floor space, two (2) cellars. 


parking lot for customers. Selling due to ill- 
ness. 


Address Box F-26, care of HARDWARE AGE 
Chestnut & Séth Sts., Philadelphia 39, Pa. 

















LONG ESTABLISHED HARDWARE located 
in a central Vermont Town, steck consists of 
hardware, paints, housewares, appliances, etc. In- 
ventory about $40,000. Real Estate available 
or will lease with option of purchase. Address 
Box F-23, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





RETAIL HARDWARE BUSINESS long 
established—in thriving suburb of Reading, Pa., 
includes fine single brick corner property having 


storeroom and apartment, stock and fixtures. 
Brochure supplied upon request. Address: Box 
G-22, care of Harpware Aces, Chestnut & 56th 


Sts., Philadelphia 39, Pa. 





RETAIL HARDWARE BUSINESS for sale. 
Rural Michigan town within 35 miles of Grand 
Rapids. Best Main street location, very clean 
full line hardware stock and up-to-date fixtures 
at cost, about $25,000. Building can be leased 
with living quarters. Write Box 33, Grand 
Rapids 1, Michigan. 





HARDWARE STORE FOR SALE, located 
in thriving Verment City. Stock of Hardware, 
housewares, paint, etc. New modern up to date 
store, stock inventory about $30,000.00, fixtures 
at book value, long Address: Box F-24, 
care of HARDWARE Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


lease. 
AGE, 





Help Wanted 








MERCHANDISING MANAGER 


Real future with a medium size manufacturing 
company located in the Ohio Valley. Need 
top notch creative obility for merchandising 


hard goods line which includes advertising, 
point of sale displays, catalogs, etc. Duties 
will also include developing ideas for new 


products. Forward complete resume to 


Address Box G-20, care of HARDWARE AGE 
Chestnut & 56th Sts. Philadelphia 39, Pa. 














EXPERI- 
Agencies? 
Box G-24, 
56th Sts., 


NEED A HARDWARE MAN 
ENCED in quoting to Government 
New York City Wholesaler. Address: 
care of Harpware Acer, Chestnut & 
Philadelphia 39, Pa. 





Positions Wanted 





PROBLEMS with sales, expenses, inventory? 
Have necessary experience and theory to remedy. 
Age 35, best references, college, will travel. 
Prefer larger store or multiple outlets. Address: 
Box F-18. care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





HARD WORKING, THIRTY YEARS OLD 


aggressive salesman. College graduated, with 
seven years’ experience. Currently covering 
Western Penna., Ohio and West Virginia. De- 


sirous of obtaining a good line. Box 489, Car- 


negie, Pa. 





MANAGER OF WHOLESALE OR FAC. 
TORY branch handling builders hardware and 
general merchandise. Five years’ experience as 
assistant manager in 2 factory branch. Two 
years’ college, age 29. Accustomed to inventory 
control. Knowledge of Hardware Trade in South- 
ern New Jersey and Pennsytvania. Address: 
Box G-25, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 








gw 


‘ 


Write tor Free ee. 


ee Bh i-laehitia- 
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ALWAYS SELL GENUINE 


“MOLLY 


SCREW ‘ANCHORS and JACK NUTS, 











 CONVMBIAN advertises | 
to help you sell! 


This ad in POPULAR MECHANICS 
_is seen by 1,620,662 vise prospects., 





i ee 


also 
makes 


all types 
of 



























Make Every Job Easier 
witha COMUMBIAN 
GYRO-VISE 


Works in any position...on either side 
upright... at any angle 
The Gyro-Vise operates around a 
base on which it locks automatically. 
Ideal for carpentry, sanding, sawing, 
plumbing, tool sharpening. ..all home 
and shop jobs. Smooth, positive-grip, mar-free jaw faces. 
7% sq. in. gripping area. 
Removable, replaceable 
pipe jaws. See your 














dealer! 

Jaw Width ...... 3% in. (aoe 

Jaw Depth ...... 2% in. 

Jaw Opening ..... 5 in. 

Pipe Capacity . . 4-1) in. 

ar 8% in. 

Weight....... 16% ibs. 

WRITE FOR FREE CATALOG 

add $T west of Rockies. 

COIVMBIAN VISE . CO. 


DEPT. PM 73 ° CLEVELAND 4, 


CARPENTERS’ 
LEVELS 

Aluminum 

Sugar Pine 


MASONS’ 
LEVELS 
Magnesium 
Maliogany 
Sugar Pine 


TORPEDO 
LEVELS 
Aluminum 
Wood 
LINE AND 


SURFACE 
LEVELS 


| . 


POCKET 
LEVELS 



























FAMOUS *PATENTED 
REFLECTING HOUSE 
NUMBERS AND LETTERS 


SPARK SALES! 


WILL NOT RUST, STAIN, FADE 
OR LOSE REFLECTING QUALITY 


*REFLEXITE is the “miracle ma- 
terial” used to mark highways. 
Thousands of tiny lenses are per- 
manently molded in to produce 
intense reflection. 

Individually packed with rust 
proof screws. 

House Numbers 3%” high 

Letters 2%” high 


RETAIL 25¢ EACH 


Available in Gold or Silver. 
Specify which when ordering. 




















































































































Westport, Connecticut 

















Write today for Free Literature and Price List 
LUCE REFLEXITE CORPORATION 


a 





Index to Advertisers 








ao 
Aladdin Industries, Inc.....19-24 


American Chain Div., Amer- 
ican Chain & Cable Co. 6 
Ames Co., 25, 95 

Anchor Hocking Glass Corp. 

Artistic Wire Products i 
100 


Inc. 


Artwire ‘Creations, ‘Ine.. 2 
Arvin Industries, Inc. .. 28-29 
Atlas Tack Corp. .......... 93 
B 
Ballonoff Metal Products... 113 
SS Ee aa 
Bennett-lreland Inc. 32 
Bethlehem Steel Co. 84 
Boyle Midway, Inc. ........ 81 
Es nn es hd un cy Oe 
Cc 
Cal-Dak Co., The ..... 30 


Capitol Mfg. & Supply : ae 


Champion DeArment Tool Co. 38 
Columbian Vise & Mfg. Co. 118 
Columbus Plastic Sieeeate 
ing. .. or 
Continental Cen Co. we a 
| Corning Glass Works ..... 4) -44 
Crescent Plastics, Inc....... 119 


| "Galea Fence Dept. Amer. 
Steel & Wire Div. 


United States Steel ..... 35 
D 
Devcon Corp. .. 75 
duPont es obey a Ge. 
inc., E. |. 
Alathon UMC SSS dak eine 89 
ME So se ce, 33 
E 
Empire Brushes, Inc. ...... 7] 
Empire Level Mfg. Co. .... 120 
F 
Fotey. Wife. Ce. .......... 39 
Franklin Glue Co. ........ | 
G 
General Electric Co. Clock & 
Timer Div. Telechron .... 
Gering Products, Inc. ... .31, 95 
Goodyear Tire & Rubber Co. 27 
Gries Reproducer Corp.. 68 
H 
Fiager & Sons aeeee ich 
Ca. Ge 3 4p 34 
Hamilton Mfg. Corp. vee 67 
i 8 eee 
Hercules Chemical Co. 37 
Hyde Mfg. Co. 87 
J 


Jones & Laughlin Steel Corp. 4 
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L 
Landers Frary & Clark 
Universal 36 
Lawn Boy Div. 
Outboard Marine Corp. 3 
Luce Reflexite Corp. 118 
M 
Marshalltown Trowel Co.... 120 
Martin Stamping & Stove Co. 99 
Master Lock Co. .. eae 
Miller & Co., Inc., Robert E. 120 
Minnesota ~— & Mfg.Co. 107 
Mione Mig Noe 
Modern Specialties Ce. .. 120 
Molly Corp. 117 
Mossberg & Sons, Inc., O. F. 108 
N 
National Mfg. Co. 120 
Pp 
Parks Co., The 109 
Peters Cartridge Div., Rem- 
ington Arms Co. E. I. 
duPont deNemours Co. 9 
Pioneer Gen-E-Motor Corp. 13 
Presto Lock Co. ; 104 
-) 

Quickie Mfg. Corp. 77 
R 

Ridge Tool Co. . 101 
Ss 

Schlueter Mfg. Co. 109 

Sheffield Bronze Paint Corp. 26 

Shuford Mills, Inc. 76 

Southern Fabricators Corp. 10! 

Star Key & Lock Mfg. Co... 106 

Star Metal Products Co. 96 

Swing-A-Way Mfg. Co. 18 

Swingline Inc. 109 

T 

Temco, Inc. 107 

Thomas Products Co. . 101 

True Temper 122 

Turner & Seymour Mfg. Co. 109 

U 

Union Fork & Hoe Co. .... 97 

United States Steel 
Consumer Products Div.. 61-64 

United States Steel Cyclone 
Fence Dept. Amer. Steel & 
Wire Div. 35 

WwW 

Wallace Silversmiths ...... 17 

Water Master .... ote ee 

Weller Electric Corp. “1B.C. 121 

Western Wire Products Co. 107 

White Metal Rolling & 
Stamping Corp. eS, 

Woodhill Chemical Co..... 106 

Y 
Yardley Plastics Co. 88 
































How to improve your selling 


These Hardware Age selling aids for dealers 
will help you do a better selling job, as they 
have helped hundreds of other dealers. They 


can be used for 


. . . Sales training 
. . « Stock control 
. . » planning co-op newspaper ads 
- - « increasing Lay-Away sales 
. « « Reducing lost sales due to outs 
. . « putting stock control to work 


. « . Setting up a rental department 


® Directory of Co-Op Ad Funds—Here is a 
list of manufacturers of Housewares who 
make available co-op money for dealer use 


in local advertising... . Rei ee 20¢ 


® A Guide for Setting Rental Fees—Here is 
a list of rates charged by typical dealers on 
78 most popular rental items. Also lists six 


most popular rental items............ 10¢ 


® Lay-Away signs and tags—Here is a com- 
bination of proven sales tools for seasonal 
lines, to get customers into your store early 
and to build store traffic throughout the sea- 


son. 


Lay-Away signs to post in your store, 
oe a ee ie Te 50¢ 


Lay-Away tags to identify purchases, 
eee... ck. eee eee... 


Make checks payable to "HA Reader Service 
Dept." and send check and order to Hardware 
Age, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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JOIN THE 


‘“ean’t lose”’ 
Flexible Plastic 
Pipe Contest 


FLEXIBLE PLASTIC PIPE 


e+. YOu 


of 4 trucks...in addition 


may also win one 


to one of 100 other prizes in the 
DU PONT PLASTIC PIPE CONTEST! 


Cresline is the proved right flexible plastic pipe. Proved 
right by grueling accelerated use tests. Checked for 
quality through every stage of production. Approved 
for drinking water use by the National Sanitation 


Foundation. 


Cresline is 


Guaranteed right in writing! Because 
made of Du Pont Alathon 25, the finest 


quality virgin polyethylene, those who handle Cresline 


are eligible 


to enter Du Pont’s easy contest. Entry cards 


are attached to each coil of Cresline Flexi- =x 


& 


ble Plastic Pipe. Write today for literature 
and name of your Cresline representative. 


Investigate CreAim:. KL (Kralastic).. . 





Write for 
FREE 
authoritative 

booklet... 


“HOW TO 
CHOOSE AND 
USE FLEXIBLE 
PLASTIC PIPE" 








the superior plastic pipe for extra-rugged use! 


ae | ba Cresline KL pipe is made from 100% vir- 


gin Kralastic resin. The lightest of all semi- 
rigid or rigid plastic pipes, it is excellent 
for many home and industrial uses includ- 
ing drinking water service lines where 
working pressures permit. Because of its 
extra strength, it can be used in many ap- 
plications instead of metal pipe at a sav- 
ings of 50% to 75% on installation costs. 
Write for details. 


All Plastic Pipe Is Round, Black and Has 
a Hole in It... But There Is a Difference! 











CRESCENT PLASTICS, inc. 


Dept. A-8, 955 Diamond Ave. « Evansville 7, Ind. 
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® SAFE TO CARRY © CAN BE CARRIED IN POCKET 5 KNIVES IN ONE 
e NO SCREWS TO FUSS WITH ® EXTRA BLADES STORED IN HANDLE ; . 

© REPLACEMENT BLADES ALWAYS AVAILABLE Each knife, by merely changing the blades, 
can be used by Carpynters, Roofers, 
Linoleum Men, Brick Siding Men, Paper 


Hangers and JUST ABOUT ANY OTHER 








ROOFERS KNIFE, ‘eat CARPENTERS KNIFE TRADE where cutting tools are needed. 

ond shingles. Cuts tetany! sae gene ee board, Buy it with all blades for any type of 

Satell Price......... $2.00 Retail Price......... $1.50 work, or with an assortment of blades. 
illustration Shows Blade Recessed in Handle Write for Circular and 











Wholesale Price List 
UTILITY KNIFE 
LINOLEUM KNIFE gg so = with ge aliases eniniiaiie MODERN SPECIALTIES co. ‘ 
: : ade ready for use, plus 2 D KNIFE 
Cuts any kind of linoleum carpenter blades and 2 brick For cutting brick siding and or. See ee. . Chicago 23, lil. 
ot any temperature. siding blades stored in handle. neral work. Dept. HA 
Retail Price......... $2.00 Retail Price............ $1.75 etail Price......... $1.50 








y a MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 














You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we'll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 


. MANUFACTURING . 
/ a Sere Chestnut & 56th Sts., Phila. 39, Pa. 
WIHITIA company. sians 





Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
building trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 










































“AMERICA’S MOST ADVANCED EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


Level Line since 1919 | 
10926 West Potter sdelele Milwaukees 13 Wisconsin 








REMCO .. . Bakelite Furniture Rests and Caster Caps 


REMCO 
<— Furniture Rests 









Cushion Rest 
Drive on type 













ry = den PA. 4 ma- Makers of World Famous 
Sar os ram belts denreted DOMES OF SILENCE 





PINTLE TYPE—Sizes i'/,", 2" 


Ask your jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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There's no seasonal slump in sales of 
Weller Scldering Kits. The demand 
for them remains the same all year 
‘round. Keep Weller Soldering Kits 
constantly on your counter. Without 
any effort on your part... they'll 
sell themselves . . . thanks to their color- 
ful hard-hitting display cartons. 


ADVERTISED LN 





ADVERTISCGESD in 


8100K 


\ a 
SOLDERING KIT N 


WN 
... featuring the famous Wella a 
INSTANT HEAT SOLDERING GUN 


Easiest-to-use soldering tool ever designed. Hold it like a pistol. Touch the 
trigger with index finger and presto . . . soldering tip heats instantly .. . 
dual spotlights flick on to light up work. There’s nothing like it for quick, 
accurate soldering . . . even in dark and difficult places. Guaranteed for 
1 year. UL approved. 





Kit Includes: ©@ Weller Soldering Gun ® Soldering Aid to 
(over 100 watts) loosen old solder 


@ Wire Bristle Cleaning @ Generous supply of 
Brush Kester Solder 





gee? %%ee e 
Keep Weller aa 


Seacntess) §=WELLER ELECTRIC CORP. 


e FREE on request. 
° 601 STONE’S CROSSING ROAD EASTON, PA. 









America’s most 
eleleleir. amr aemee-1.4- 


sweep-type Fan Brume 


No. FBR22 $O1 5* 


Spring-braced design 
with eye-appealing 
ait 14e.e)ame-lale Mm eoisiaeleal — 
finish. No. SL22 


$350* 


Pull-type ‘Dynamic’ 
are Sig-1) 4gh@n 10) -4-9 
Dullt-in : elaial -4 Lonelele 


No. DL22 $O65"* 


For quick sale to ‘| want 
the best’’ customers 
Replaceable teeth 


18”LC18 $975* 


24" LC24 
$435* 


*Suggested retail prices—slightly higher West 


Rake in sales, simplify inventory 
with True Temper’s BASIC FOUR 


You can sell every customer with these four True 
Temper lawn rakes. Each is a leading value. All have 
flexible steel teeth, fire-hardened ash handles. And doing 
business the BAsic Four way simplifies ordering, 
stocking, selling, keeps your profits high. 


Order now—pay later. See your True Temper whole- 
saler for details of his Fall dating plan. Get your lawn 
rake stock into your store in time for the peak selling 
season. Call him today. True Temper Corporation, 


1623 Euclid Avenue, Cleveland 15, Ohio. 


IRUE TEMPE 9 You can look to GF for leadership 





